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GIVE YOUR CHILD 
CORRECT BODY BALANCE 











Colonial 


NATURAL SOLE SPLITS 


give necessary flexibility, 
foot freedom and proper support. 
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Ghat Colonial Natural Sole Splits are used on this widely * * 
known, highly respected, nationally advertised line of 
children’s shoes is indeed an excellent indorsement. Their 
high flexibility, long wear, and excellent workability makes 
possible a wide variety of uses. For instance, many leading 
manufacturers are using either Colonial Natural Sole Splits, 
or Colonial Finished Sole Splits, on infants, children’s, 
women’s dress and casual shoes, as well as on many 


types of slippers. 
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CHARLES F. JOHNSON, JR., vice- 


president and general manager of 
the Endicott Johnson Corporation, 
wants to correct any misapprehen- 
sion that may result from reading 
the article in the Boot anp SHOE 
RECORDER issiie of May 15, under 
the heading: “Endicott Johnson to 
Make Comfort Shoes.” Mr. John- 


son says: 





“Reference is made to a portion 
of my remarks as follows: “These 
shoes will be made of good quality 
materials and sold at prices higher 
than we have customarily charged 
for our shoes.’ This statement has 
raised the question in some quar- 
ters as to how our company could 
get more money for Dr. Schwartz 
shoes by reason of upgrading re- 
strictions in Shoe Conservation Or- 
der M-217. 

“To clarify—Endicott Johnson 
Corporation has not been permit- 
ted to upgrade their shoes but 
merely transfer a small volume of 
our production of shoes from one 
type in a certain price range to 
shoes of a somewhat different type 
in the same price range.” 


- . . 


NORMAN N. SOUTHER, secre- 
tary-treasurer of the National Shoe 
Travelers’ Association, says: 

“You will be pleased to hear that 
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the recent Fall Shoe Show, con- 
ducted by the Shoe Travelers’ Asso- 
ciation of Chicago, at the Morrison 
Hotel, was the most successful they 
have ever held. Exhibitor atten- 
dance was large and buyer atten- 
dance and volume of orders placed 
was second only to some of the 
National Shoe Fairs. At this time I 
also wish to compliment you on 
your editorial: “To Travel—Or 
Not,’ in the May 15 issue of the 
Recorper. It should be read by 
every one connected with the shoe 
industry.” 

REUBEN STIEFEL has been made 
president of the Civitan Club of 
Orlando, Fla.—a group of leaders 


who exert a civic influence for en- 





ergetic citizenship. One of the lead- 
ing business men of Orlando, Rob- 
ert G. Hammond, gives us this 
added bit of news: 

“Rube is doing a grand job down 
here and has made a great many 
friends. He is one of the origina- 
tors of the Fresh Air Camp for un- 
derprivileged children in Orlando 
which is sponsored annually by the 
Civitan Club. Occasionally he finds 
time to sell a few pairs of shoes. As 
you perhaps know, he leases the 
shoe department at Dickson-Ives . . . 
and he is really doing a phenomenal 


job.” 
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B. EARL PUCKETT, president of 
the Allied Stores Corporation, says: 

“Perhaps in no field of endeavor 
has the value of flexibility of proce- 
dures and of cooperative efforts 
been demonstrated better than in 
that of retailer-resource relation- 
ships. In normal times the resource, 
heing the seller, adjusts his business 
to meet the demands of his cus- 





TODAY'S 
PROBLEMS 
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tomer, the retailer. As the demand 
on the part of the retailer ap- 
proached or surpassed the supply 
level, many changes in retailer- 
resource relationships took place. It 
was partly as a result of certain of 
these changes that the supply of ci- 
vilian goods exceeded all expecta- 
tions. As an example, many re- 
sources insisted upon and obtained 
an earlier placing of orders by the 
retailer and greater latitude in ship- 
ping or delivery dates. These 
changes made possible the adoption 
or improvement of many mass pro- 
duction techniques. Production fa- 
cilities and labor could be used at 
full capacity. Production runs could 
be of sufficient size to provide for 
more efficient operation. 
“Willingness on the part of a re- 
tailer to adopt new buying policies 
where changes are justified and 
soundness of judgment in weighing 
snd properly evaluating all of the 
factors involved in the formulation 




















of such new policies have been, and 
continue to be, of great value in 
meeting the problems of the times.” 





THIS CHANGING WORLD 





—A squib in a recent issue of 
Reader's Digest tells of a retail 
merchant struggling through a 
questionnaire just received from 
Washington— 

—To the question: "What is your 
fastest moving item?" he wrote 
down "Personnel." 

—And that, no doubt, might well 
be the reply of most business 
men, whether retailing or manu- 
facturing. 

—The other noon, as | was waiting 
for the down sore in hgh build- 
ing, two young girls exited from 
an up dlovele: and as they 
passed along the reception room, 
one of them asked: "Who is that 
gray-haired man standing back 
there?" 

—"I don't just know," replied the 
second girl, “but | think he works 
here too." 

—So you see, it's much the same 


everywhere. 


President 





CORPORAL JOHN W. LANE, 
JR., 37, former shoe clerk and now 
of the United States Marine Corps, 
has received two honors that come 
to few men. Cited for gallantry in 
action in the Battle of Tarawa, he 
was one of eleven marines personal- 
ly decorated by Admiral Chester 
Nimitz (on March Ist) with the 
Silver Star. 

The second recognition .came a 
few months later, at the hands of 
his fellow shoemen. A picture of the 
6 ft. 2 in. marine, who was born in 
Waco but has been a resident of 
Houston, Texas, for 15 years, oc- 
cupies the center of one of the long 
display windows at Allen’s Shoe 
Store (in Houston, Texas) and is 
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the focal point for an extremely in- 
teresting display. 

A local newspaper is folded in 
such a manner as to direct attention 
to an article on his exploits; a 
copy of Life Magazine is open at 
action pictures taken on Tarawa, 
and enlarged still photos are dis- 
played on the floor—these also de- 
picting scenes on Tarawa. There 
is a captured Japanese rifle, bayonet 
and a small dagger in a leather 
case—sent home by Corporal Lane. 
Other Jap souvenirs are grouped to 
advantage—a ration sheet with in- 
structions for its use; a bandolier, 





a naval scarf and cap, blouse, but- 
tons, marine cap, billfold with ten 
yen notes, to mention a few of the 
articles. A sign beside the picture 
of the Corporal claims: “OUR OWN 
>We, 
nal * * 

CHARLES W. STROHBECK of 
Chas. W. Strohbeck, Inc., Brook- 
lyn, N. Y., says: 

“My personal experience of 54 
years as a manufacturer, and for 
seven years prior to that a worker 
in shoe factories, has taught me the 
full realization of the successful 
wwethod of selling a product. Dur- 
ing my career as manufacturer, I 
have had as many as 12 salesmen 
on the road at a time selling our 








shoes, and during all those years 
only three of them, as I recall, were 
practicing what you recommend. 
“On one occasion I spent three 
weeks on the road with one of our 
salesmen, who was with us for 
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about 16 years, whose annual sales 
averaged $256,000. While with him 
I saw the reason for his continuous 
success. He was as close to the 
clerks in the stores as he was with 
the proprietors and buyers. This 
fact was very plainly proved to me 
when entering the different custom- 
ers’ stores with him; the friendli- 
ness with which we were received; 
and to find the shelves emptied or 
stock almost depleted of the ‘Stroh- 
beck’ shoes. His motto was the pro- 
prietor or buyer ‘buys’ the shoes 
but the clerks sell them or leave 
them on the shelves—doesn’t matter 
how good or perfect they may be. It 
is the salesmen on the fitting stools 
who sell the merchandise.” 


* * . 


W. A. BRAMMER of Brammer & 
Son, Madera, Cal., says: 

“The question of children’s shoes 
in our section is quite serious. In 
spite of all the propaganda put out, 
the situation is getting worse. Our 
stock at the present time is only 20 
per cent of normal and the prospect 
of obtaining more is not good. 
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White suede pump, 21/8 heel, 
small mass perforations. Mar- 
cus Rice, Famous Barr. 

















White suede sandal, 17/8 
wedge heel, perforations. Al 
Pauly, Stix, Baer, Fuller. 

















Spectator strap in white 
suede; black and brown caif. 
Paul Berwald, Sonnenfeld’s. 





CONVERSATIONS with shoe buyers 
in the St. Louis department stores 
and specialty shops emphasized the 
fact that there is no crying sales need 
for new patterns at the present time. 
Almost anything in the shape of a 
shoe is in tremendous demand. One 
retailer, on being asked to designate 
his best selling dress or tailored shoe 
and his number one play shoe, said 
he was sure that.the current best 
seller in any St. Louis store is the 
pattern that has been delivered in the 
largest quantity. 

Except in white, rationed play 
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Merchants Find Public 





SHOE HUNGRY... 


But Women Still Have Their Preferences for 
Certain Styles and Types. In the Accompany- 
ing Article Trends Are Discussed in Relation to 
Consumer Demands in Summer and Fall Styles. 
The Sketches Point to a Few Current Best Se!- 
lers in Leading St. Louis Stores Which Are Ex- 
pected to Carry Over into Fall. 


by ELINOR BOHLE 


shoes are not selling as well as those 
that are ration free. The demand for 
white shoes is so heavy that sizes in 
most St. Louis shops have already 
been broken; consequently many wo- 
men are willing to give up coupons 
for white play shoes when they can’t 
be fitted in the dress types they'd 
prefer, and when they can’t find 
ration-free whites. 

Several buyers agreed that the open 
toe, peaked front, sling  step-in, 
sketched here, would be the leading 
play shoe pattern right now if they 
could get large enough deliveries to 
keep it in stock. This base is ex- 
pected to be still more important for 
Fall, both as it is and in variations. 

The bracelet ankle strap is in lit- 
tle demand except for the wider type 
which is rather more attractive but 
no less exotic and not much more 
comfortable than the original narrow 
strap; but at least it looks new. 

Strap shoes, other than the con- 
ventional sandals, are coming up in 
importance and have been ordered 
heavily for Fall. They have a high- 
cut look, but are extremely sandal- 
ized, as shown by the dressy wedge 
illustrated here. Sling straps have 
always been more flattering and 
don’t look so kittenish on women 
past their teens as the regular ankle 
strap has always looked. 

In the field of sandalized patterns, 
“nude-look” is not just a cool-sound- 
ing phrase coined for Summer adver- 
tising. It actually points a trend that 
has been developing since we got 
into the war—a trend that showed up 
first in plunging necklines, sleeveless 


‘dresses, and bare midriffs. Women 


shed some unnecessary pieces of 
clothing after the last war, and while 
they havent very many left to take 
off, they can trim the bulk out of 
what they do decide to keep. 

Baby last shoes have been ordered 
tor Fall with open toes and frequent- 
ly with open backs. These will cer- 
tainly be favorites with women who 

[TURN TO PAGE 61, PLEASE] 
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White crushed kid or white 
gabardine brown calf trim. 
H. E. Jolley, Vandervoort s. 
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Fabric play shoe 13/8 wedge; 
white, red, blue, yellow. Roy 
Bowen, Gariland’s. 
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~~ AIGH-RIDING PATTERNS 








Characteristic gypsy seam unlined slipon of tan 
elk on 8/8 heel by American Girl. Seamless vamp 
and rolled edge sole give distinction to this high- 
riding slipon. British Walkers. Square toe last, 
coxcomb gypsy seam and 14/8 heel are the indi- 
vidual features of this stepin. Grayflex. 


IN earlier reports on style trends for Fall we have noted 
the growing trend to higher riding shoes. The fact that 
pumps have been best sellers for so long gives a fresh 
look to these patterns, not in themselves new. The shoes 
shown here illustrate a variety of treatments. In the 
three casuals, manufacturers have individualized a popu- 
lar base by using different vamp and sole treatments and 
lasts. 

In the dressier types variety in detailing gives charac- 
ter to three shoes basically very similar. The keg heel 
and rocker bottom and modified bump toe of one last 
are additional points of interest in one of these shoes. 
This type of last reputed to give open toe comfort in a 
closed toe shoe always has possibilities for the future 
if, as, and when, women grow tired of open toes. The 
asymmetric sandalized stepin on wedge heel, shown here, 
is an interesting interpretation of the “naked” looking 
shoe continuing into Fall. The fifth of the high-riding 








GOOD PROMOTION PROSPECTS 


Pumps Are Not the Only Patterns Manu- 
facturers Are Selling for Fall. Stepins 
... Dressy, Tailored and Casual... and 
Spectator Straps Add Variety to Many 
Fall Lines. They Have Strong Promo- 
tional Possibilities for the Merchant from 
the Point of View of Both Style and Fit. 


shoes we have illustrated combines an opened-up vamp 
with the kind of soft tailored look and snug fit that so 
many women are looking for. 

The two strap shoes show the possibilities of this pat- 
tern in a strictly tailored walking shoe on built-up 


leather heel and extension sole and a dressier, opened-up * 


version on higher heel and lighter sole. From a style 
point of view strap shoes are worth serious considera- 
tion by any merchant willing to do some educational 
and promotional work. More women should be made 
to realize their style appeal, flattering effect and comfort 
of snug fit. 


Dressed-up spectator strap on 21/8 heel with open 

toe and back, available in brown calf or black 

suede by Wohl. Sturdy extension sole and built- 

up leather heel are characteristics of this popular 
pattern. Pedemode. 
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Attractive daylong shoe built to hug the arch, with 
comfortable 18/8 heel and opened-up vamp; town 
brown or black with faille. Heel Latch. 


Clockwise, starting upper right: Mass perforations 
and scalloped top line give lightness to this high- 
riding black suede stepin by Andrew Geller. 
Detailing on vamp designed to disguise size of 
the foot important point in this suede shoe by 
Customcraft. Style appeal and flattery in this 
asymmetric sandalized stepin by I. Miller. Flat- 
tery and style distinction in this keg heel, modi- 
fied bump toe and rocker bottom shoe. La Valle. 
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Non-skid soles and heels were displayed in Hofheimer’s 
window in conjunction with a large group of military 
footwear used by United States armed services. 


NON-SKID SOLE 





SAFEGUARDS 


NAVY'S FLAT-TOPPERS 


Dive-bombers of a carrier roar into the take- 
off for a blow against a Jap base in the South 
Pacific. All men on flight decks must wear 
shoes with non-skid soles. Official U. S. Navy 


photograph. 


DEVELOPMENT of aircraft carrier deck shoes with “Tri- 
Vac” non-skid soles by A. C. Fellman, men’s merhandise 
manager at Hofheimer’s, Inc., Norfolk, Va., helps safeguard 
fliers and mechanics on U. S. aircraft carriers, saves them 
time, meets the strain of wartime service. 

Navy men needed soles designed to prevent slipping and 
to afford a secure grip, regardless of weather. Prevention 
of injury or death to the men who ready carriers’ warplanes 
for swift take-offs was the paramount objective of the Bu- 
reau of Aeronautics when, in 1938, experiments were begun 
on the non-skid sole. 

Product of more than five years of research, experiment, 
trial and error, the “Tri-Vac” sole design covers three prin- 
ciples of traction: It consists of a series of deeply chan- 
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neled triple rings of soft compounded rubber. (1) The 
soft compound of the rings in the tread area furnishes a 
“squeegee”-like action; (2) the cups within each of the 
rings create a certain amount of suction, and (3) the nar- 
row channel surrounding each ring is designed to trap 
water momentarily, thus providing a drier surface on con- 
tact. 

The first actual sole tests were made in 1938 on board 
the U. S. S. Yorktown, under supervision of Rear-Admiral 
C. P. Mason, U.S.N. Regular Navy G.I. high shoes were 
used. Single pair tests were followed by tests of small 
lots, and the design was changed from time to time to meet 
the actual conditions existing on carrier decks. 

Soles and heels are now in quantity production. The 


Boot and Shoe Recorder 




















Designed by A. C. Fellman, Men's Merchandise Manager 





at Hofheimer's, Inc., Norfolk, Va., the Newly Adopted 
Shoes Reduce Possibility of Injury to Men Who Do Impor- 
tant Work on the Flight Decks of U. S. Aircraft Carriers. 


Bureau of Aeronautics requires all men whose duties take 
them on carriers’ flight decks to wear shoes with the “Tri- 
Vac” sole. 

The aircraft carrier deck shoe was designed by Mr. Fell- 
man and adopted as official by the Bureau of Aeronautics 
as an improvement on the regular high G.I. shoe. Reports 
from various carriers indicated that it took too long to put 
on the regular shoe with its eleven eyelets during periods 
of emergency. The new model is a two-eyelet ankle height 
boot. In addition, the calfskin uppers of the old type shoe 
were inadequate for the job. Uppers on the current shoes 
are of natural retain leather with the flesh side out. 

Tests on this shoe, which represents the first major 
change the Navy has made in G.I. footgear in many years, 
already have indicated that it is extremely popular with 
men who wear it. The Bureau of Aeronautics has already 
placed several orders for these shoes. 

Not only has the bureau adopted this new pattern, but 
the British Air Commission has evidenced interest in possi- 
bly adopting a similar type shoe for use on their aircraft. 
Tests are now being conducted. 

The Fellman shoe and sole were displayed recently in 
Hofheimer’s window of its Granby Street store, along with 
what was probably the largest display of military footwear 


used by the United States armed services. Included were 
muk-luks for use in the Arctic, the canvas-topped jungle 
boot, the new Army combat boot, the pilot’s boot, the para- 
chute jumper’s boot, the curious ski-mountain shoe, the 
rope sole climbing shoe for snipers, Army, Navy and Ma- 
rine dress shoes and footwear for the various women’s 
service groups. 

While early lots of the “Tri-Vac” sole contained a certain 
percentage of crude rubber, the current production is of a 
new synthetic. Deck officers have reported that the soles 
have not only taken the hazard out of re-spotting planes on 
the decks of carriers during action, but have also reduced 
fatigue. Men find that they tire less quickly after a strenu- 
ous day aboard a carrier. 

Further experiments on new designs and with new syn- 
thetics are now in progress. 

Since 1931 Mr. Fellman has worked with various govern- 
ment bureaus on special footwear problems. This was 
made possible by the willingness of D. S. Hirschler, presi- 
dent of Hofheimer’s, to “loan” Mr. Fellman’s services when- 
ever needed. Mr. Fellman has been men’s merchandise 
manager of Hofheimer’s for 16 years. The firm operates 15 
units in Virginia and North Carolina. 


Non-skid soles and heels help protect mechanics and fliers from 
whirling props, as they minimize risk of falling on carriers decks. 
Here a fighter plane prepares to leave carrier as take-off signal 


officer gives “go” sign. Official U. S. Navy photograph. 











EVERYONE recognizes the fact that 
screen stars exert an important fash- 
ion influence and that the clothes and 
shoes they wear in modern produc- 
tions are likely to be a definite factor 
in moulding the trend of style. It 
isn’t quite so clear that apparel and 
shoes they select for off-duty wear 
also influences fashions materially. 
Nevertheless, when one stops to con- 
sider the fact that these people are 
important customers for many smart 
stores, and that their likes and dis- 
likes are reported widely in publicity 
stories and human interest articles in 
the fashion magazines, it becomes ap- 
parent that this influence does exist— 
and not only for the movie folk, but 
in a lesser degree, for the people of 
the stage and the radio personalities 
who appear before frequent audiences 
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and whose doings are also reported 
widely. 

While photographs of motion pic- 
ture stars usually show them wearing 
high heel shoes, it is the experience 
ot stores on Hollywood Boulevard, 
like those elsewhere in the country, 
that good-looking well-made casuals 
of dependable quality have developed 
into an important part of the busi- 
ness, even in stores that specialize in 
dressy types of the better grades. 

The Hollywood Bootery, of which 
Lester Baymer is proprietor, has 
played along with casuals from the 
very first, when they were considered 
simply play shoes. Its business in 
these shoes grew as new manufac- 
turing methods broadened the scope 
of consumer appeal. In this store, 
catering to a good clientele, including 





The Nilsson twins, Elsa 
and Eileen, heard with 
Spike Jones on NBC’s Bob 
Burns show, are wearing 
two attractive all - white 
casuals from Joyce. 


| FOOTWEAR FASHIONS 


Foretold 
By the Stars 


Favorite shoe of Beryl Wallace. star of the 
Earl Carroll show and NBC’s “Furlough 
Fun.” Low heel sandal by California Shoes. 


a healthy sprinkling of motion pic- 
ture people, the casual business right 
now represents a third of the total 
volume; and all in rationed footwear. 

Two years ago the percentage of 
casual business was unimportant. 
Then, lots of 12 pairs of a kind were 
fair-sized orders; now, these shoes 
are bought in lots of one and two 
hundred pairs. Retail prices on cas- 
uals here run from $5.95 to $12.95 
with $8.95 the average or volume re- 
tail price. Even before rationing, 
women were considering quality an 
important factor in buying casuals, 
although comfort plus style was their 
first consideration. For, while women 
buy casuals from a comfort viewpoint, 
they are also most insistent on having 
these shoes “do something” to the 
appearance of their feet. 
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by HARRY R. TERHUNE 


Among the motion picture artists 
there is the same liking for casual 
footwear as among other customers. 
The idea that motion picture actresses 
want only high-heeled shoes has come 
about through publicity pictures. In 
these photographs high heels are 
usually shown because studio fashion 
advisers do not consider wedge or 
low heels “photogenic.” From the 
photographer’s point of view, wedge 
heels are more difficult subjects. 

The real truth of the matter, how- 
ever, is that motion picture actresses 
have plenty of opportunity to wear 
casual footwear. Many more of their 
working hours are spent in make-up, 
hair-dressing, wardrobe-fitting and 
projection rooms than before the 
cameras. And during these hours 
they appreciate the smartness and 
suitability of casual shoes just as 
much as do other less publicized and 
glamorized women. To a considerable 
extent, the same is true of radio peo- 
ple.. It has been in order to counter- 
act the impression given in most 
publicity photographs, that NBC 
Hollywood has taken the accompany- 
ing pictures to show “off the record” 
preferences of several of its stars. 

The sales force of Hollywood Boot- 
ery has first hand experience with 
the shoe tastes of the stars on the 
studio lots as well as in the store. 
Hardly a day goes by but some mem- 
ber of the force is called to one of the 
lots on a shoe problem. Each man 
has long ago been impressed by the 
decided predominance of simple cas- 
ual footwear worn by the “big 
names.” The word “simple” is used 
intentionally, since this is the trend 
to the exclusion of ornate or fantas- 
tic types. All this has a definite bear- 
ing on our operation. In buying 
shoes for these customers it is neces- 
sary to remember that they are like 
most other people. Mr. Baymer em- 
phasizes this fact and believes right 
here is one reason why so large a 
percentage of his pairage is in this 
casual group. 


Shoe Selections by Stage, Screen and Radio Personali- 
ties Have Become a Definite Style Influence, and Even 
the Footwear They Choose for Their Leisure Hours Is 
Now an Important Factor in Moulding the Trend—Mo- 
tion Picture Artists Adopt Casual Types for "Offstage” 
Wear, Though High Heel Shoes Are Considered More 
Photogenic, According to Hollywood Shoe Merchant. 













































Top: Eileen and Elsa Nilsson 
relax between NBC broadcasts 
in smart casuals. Brown suede 
sandal from Vic Colton; white 
anklet from California Sun-ees. 
Center: Summer favorite is the 
two-tone shoe now per- 

mitted under WPB re- 


the choice of Janet VW al- 
do, left, of “One Man’s 


chell, right, 

“The Great Gilder- 
sleeve.” Both NBC art- 
ists wore distinctive 
styles from Cobblers. 
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| HAVE explained why it is necessary to maintain the 
proper balance between purchases, sales and inventory 
in order to obtain the maximum amount of power from 
the retail mechanism. I shall now consider each of the six 
intermeshing gears that transmit that power into a smooth 
running profitable retail operation. By a profitable opera- 
tion, I mean one that is equally profitable to its customers, 
employees and management. These six gears are Buying, 
Publicity, Occupancy, Administration, Delivery and Sell- 
ing. So let us proceed to locate any lopsided gears in this 
transmission that are causing the retail machine to rattle. 
I shall first consider Buying. 

With both the department stores and specialty stores 
that are included in the Harvard Surveys, buying consumes 
about one-eighth of their total amount of expense. If 
smaller stores should allocate to their buying payroll that 
portion of their owners’ time that is devoted to buying, the 
buying expense of many would be about as high as the 
department and specialty stores. Naturally the central buy- 
ing policy of chains reduces their buying cost per store. 

I know from personal experience that it is possible for 
many department stores and shoe stores to simplify their 
process of buying. But let us first consider a fundamental 
factor that is partly responsible for the high buying cost 
of many stores. 

Chart XIII indicates the per cent of their total amount 
of dollar sales of shoe stores in each month of the year. 
These percentages are from the Survey of the 1937 Opera- 
tions of a number of Shoe Stores by the Research Statis- 
tical Division of Dun & Bradstreet, Inc. The black areés 
represent the average monthly ratios of sales for that year. 
The white areas represent changes in the amount of their 
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RETAILERS, PREPARE NOW! 





by EDWIN HAHN 
President, Wm. Hahn & Company, Washington, D. C. 


CHART XIII—DOLLAR SALES OF SHOE STORES BY MONTHS 





<== eee 
“A 
J A 


chee 
on 










Nov Dec. 





July Aug: Sept Oct: 


monthly sales that I believe are possible through changes 
in buying which I shall herein explain. In this chart I 
have made only one change in the Dun & Bradstreet per- 
centages. Since the relative amount of sales in these two 
months varies from year to year according to the date of 
Easter, I have averaged the March and April sales. 

It will be noted that the amount of sales in the highest 
sales month of these shoe stores is about 100 per cent 
greater than that in their lowest sales month. The Federal 
Reserve Surveys show that there are even greater fluctua- 
tions in the monthly ratios of sales in other apparel stores 
and department stores. 

I mentioned in the previous chapter that the high con- 
centration of sales in certain months of the year, in cer- 
tain days of the week, and in certain hours of the day adds 
very materially to total retail costs. In the case of many 
shoe stores, at least, it is possible to partially equalize this 
fluctuation in monthly sales by better timing of buying and 
selling periods to conform to changes during recent years 
in the seasonal buying habits of customers. 

Chart XIV shows the monthly proportion of sales of 
women’s shoes by numbers of pairs of each of the four 
basic colors. This chart is compiled from a survey by one 
shoe store of its own sales. Although this happens to be 
a fairly high style store, these four basic colors comprise 
over 95 per cent of its total sales of women’s shoes. The 
proportion of each of these basic colors varies in different 
stores, especially in those located in different sections of 
the country. The dates of the selling seasons of each color 
also vary in different localities. 

The proportion of colors sold also varies in each store 
in each of its prices. But if any store compiles a similar 
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BUYING—Changes in Seasons Require Changes in Buying 


Six Important Elements in the Smooth Transmission of Retail Power, 
Namely Buying, Publicity, Occupancy, Administration, Delivery and 
Selling Are Taken Up in Order by Mr. Hahn in His Series of Articles 
Designed to Give Merchants a Better Understanding of the Fundamen- 
tals of Sound Retail Operation. Current Chapter Deals with Buying. 


CHART XIV—MONTHLY SALES BY COLORS 
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chart showing its monthly sales of each of these basic col- 
ors in each price range, it will find that these charts change 
very little over a period of years. 

In the next chapter I shall show that the proportion of 
each of the various basic types of patterns that a store sells 
in each color also generally changes gradually from one 
year to the next. 

I believe that one reason why the sales of so many shoe 
stores are so low in January, February and August is that 
they do not buy to conform to the changed seasonal buy- 
ing habits of their customers, Many shoe stores are still 
buying on a Two Season plan—a Spring and Summer sea- 
son, and a Fall and Winter season, as indicated in Chart 
XV(a). This is one of those fixed habits of many retailers 
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that are responsible for so many of their inefficiencies. It 
is probably a carry-over in their habit of thinking from 
that past era when they bought low shoes for Spring and 
Summer, and high shoes for Fall and Winter. 

The white areas in both Charts XV(a) and XV(b) page 
64, indicate months in which merchandise is sold at regular 
prices. The black areas represent months when most mer- 
chandise is sold at sale prices. Some stores time their sales 
in. different months than indicated in this chart. But nearly 
all shoe stores hold two clearance sales a year, about six 
months apart, and most of them devote from two to three 
months out of each year to their clearance sales. However, 
customers today divide their purchases into three distinct 
buying seasons: a Spring season, a Summer season, and 
a Fall season. There is no longer a Winter season in wear- 
ing apparel. 

In most sections of the country fashionable women now 
start buying their early Spring outfits in December and 
some even in November. Some shoppers prepare then for 
their Winter vacations and others want a change from 
their Fall attire at home. At that time many customers 
want daintier types of patent leather or gabardine shoes 
to wear with their first Spring print frocks. About a month 
later they start buying tan shoes to go with their Spring 
suits and dresses. Then in late January or in February they 
start buying their blue ensembles. 

These two-season stores are so engrossed with their clear- 
ance sales of Fall shoes during December and January, that 
they do not start selling Spring shoes in any volume until 
February. They sell their Spring shoes at a profit during 
only three months, when, with proper timing of their buy- 
ing, they should obtain four to five months’ selling of 
Spring shoes at regular prices. 

Spring stocks of shoes necessarily run heavier on account 
of the number of colors and patterns required. So as a 
result of their short Spring season, these two-season stores 
find their stocks top-heavy at the end of the Spring season, 
and many try to unload them in after-Easter sales. But 
since these three-season stores obtain a much longer Spring 
season, they can readily clear their smaller remaining 
Spring stocks later during their Summer sales. 

In many sections of the country, the Summer season be- 
gins in late April or May. But many shoe stores start their 
clearance sales of white shoes the beginning of July, and 
therefore only have two months in which to sell them at 
regular prices. It will be noted in Chart XIV that the sales 
of white shoes dropped considerably with this particular 
store in June, because its customers waited for its regular 
July sale. 

Since July is really the height of the vacation season, 
stores would render a much better service to their custo- 
mers and to themselves, if they would keep their white 
shoes sized up during July at regular prices, and hold 

[TURN TO PACE 64, PLEASE] 
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Our world is deeply influenced by the power of artistic 
ideas. Whether the idea is in the form of literature, a 
musical composition, a painting or a window display, it 
has some effect upon those who come in contact with it. 
The depth and nature of the impression is determined by 
the thought, inspiration and good hard work which enter 
into the form in which the idea is presented. The artistic 
idea which possesses power is the one which goes over. 

As it is with the world, so it is with the store. In the 
business field, more appreciation is being given to the place 
of art in merchandising. Interior arrangement, store fronts 
of modern design, artistic and practical fixtures, and the 
right attention-getting displays combined with seasonal and 
appropriate merchandise are all being studied to determine 
the part they play in producing good business. 

Many shoe stores do not have a regular display man to 
dress their windows; this must be done by someone in the 
store with a certain amount of ability along this line. The 
result usually is displays which are ordinary. Other stores 
have the services of a display concern which makes a busi- 
ness of servicing a number of stores. This is usually satis- 
factory. For the average shoe man who trims his own win- 
dows, I am offering three simple ideas for sets that can be 
constructed by almost anyone in the store at a reasonable 
cost. Wallboard can still be secured for the main part of 
the settings. 

All that is required is an ordinary saw and what is called 
a keyhole saw to cut out the curved sections. With a few 
1 x 1 wooden strips to serve as braces at the back to hold 
the curved section in an upright rigid position, you have 
the basis of the set which in turn can then be covered with 
a suitable colored material or a coat of flat water color 
paint. 
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I use paint to a great extent in my sets. Blue, green and 
yellow are good colors for this season of the year. By add- 
ing white you can secure any shade you may desire. By 
painting or revamping your old used sets, you can produce 
an entirely new setting at a low cost. I do this over and 
over again, producing an entirely new effect. 


THE three accompanying sketches are flexible ones which 
can be adapted and used at almost any time during the 
season by making a few changes in the contour and color 
scheme and adding flowers and foliage which are used pro- 
fusely in almost every type of store. 

In Sketch No. 1 is shown the shadow box treatment so 
much in vogue. This can be constructed easily by using 
six-inch wide boards of smooth white pine. You can make 
as many boxes as you desire to meet the window space you 
have. First make the entire square, next put the needed 
boards into it horizontally, then set the upright divisions 
in position and nail fast with two-inch brads. When this 
is done, paint them a pure white. The entire back is then 
covered with a piece of material or you can use wallboard 
painted robin’s egg blue. This provides a basis for show- 
ing a pair of shoes in each opening. The unit can be placed 
directly on the floor, or you can make a platform or mat 
on which to rest it. To the right side place three circles 
cut from wallboard of various sizes, to be painted blue and 
light yellow. Artificial foliage and flowers can be arranged 
as shown. The small circle on the opposite side is to be 
treated in like manner. 

For the dealer who desires a simple setting, yet one 
which is attractive and rich as well as useful, that shown 
in Sketch No. 2 can be produced very easily. All it re- 
quires are two cylinders taken from a rug which you can 
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(Above) Sketch 3. An artistic display 
background that is highly effective for 
showing of Summer footwear. 


(Left) Sketch 1. A well balanced dis- 
play that provides space for effective 
shoe display in shadow boxes. 


(Right) Sketch 2. A novel hanging 

display device that can be created 

with very little labor and with inex- 
pensive equipment. 


AN ART THAT SERVES YOUR BUSINESS 


G. Alvin Smith began his career as a designer of window 
displays in Elkader, lowa. He recalls the days when huge 
bottles filled with colored liquids were standard equip- 
ment for drug store windows, when every cigar store had 
its wooden Indian and shoe displays were almost as stand- 
ardized. He has witnessed a great transformation between 
then and now; today, as display manager for Stetson Shoe 
Shops, Inc., he designs displays for Fifth Avenue. 

It takes about seven seconds to pass the average store 
window, according to Mr. Smith, and in that length of 
time the display man must catch the attention and arouse 
the interest of enough people to make the window produce 
tangible results in merchandise sales. 

“The playwright,” says he, “has an audience that has 
been sold before it takes its seats. We fail unless we 
make our message strong enough to send people away from 
our shows to pay for what they have seen, and we have to 
do that without the use of words. It is an art all right, but 
it is also a vital factor in retail business, and one that is 
destined to undergo another transformation in our time, 
the moment business is free again fo offer its wares in 
abundance and in a competitive market.” 
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Once an Attractive Design Has Been 
Created, One That Lends Itself to the 
Practical Purpose of Showing 


Shoes to the Best Advantage, 

Construction Can Be a Simple 

Matter for One Who Is Rea- 

sonably Skilled in the Use of 
Simple Tools. 


By G. ALVIN SMITH 
Display Manager. 
STETSON SHOE SHOPS, INC. 








secure from your local department store. These are cov- 
ered with a suitable material and suspended from the ceil- 
ing of the window by wide strips of heavy grosgrain rib- 
bon. A capping cut from wallboard can be painted and 
placed as shown. A narrow panel of wallboard is then 
placed against the back of the window to form a support 
to attach a receptacle in which flowers and foliage may be 
placed. A large oval mat cut from wallboard may be placed 
directly underneath on the floor of the window. Shoes are 
set over the cylinders and on the floor. 

The curved center panel in Sketch No. 3 is cut from 
wallboard, braced at the back with 1 x 1 wood strips to 
hold it in an upright position. The side pieces, painted in 
contrasting colors, are treated in the same manner. The 
large leaves are cut from wallboard painted a delicate 
shade of green. The veins of the leaves are done with a 
fine brush in a lighter shade of green. They are then at- 
tached to the back of the flower box which is filled with 
natural or artificial flowers and ferns. Three platforms 
constitute the complete setting. If you happen to have wall 
supports for holding a pair of shoes, they can be attached 
to the center curved panel, showing four or five pairs ¢of 
shoes to good advantage. ; 
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Purchasing Power Is the Key 


QNE accomplishment of OPA deserves great credit and 
deserves to live—namely, the ruling that the public 
must pay cash “or practically its equivalent” in sixty 
days. That sixty-day clause is the saving principle of 
business now—and in time to come. If anything else 
is left after wars and regulations blow away, it would 
be to the everlasting credit of government opera- 
tion in war time that it did establish the cash 
principle in business. 

Today, the merchant pays cash. In fact, it is obliga- 
tory if he is going to get goods. The factory buys 
‘supplies with cash. Otherwise materials in short supply 
would go only to the financially strong. So let us hope 
and pray for a continuance of the principle of paying 
for goods in cash. 

There once was an axiom in the trade: “If you sell 
the big accounts, you don’t eat; and if you sell the little 
accounts, you don’t sleep.” But today, thanks to OPA, 
all accounts are sweet and solvent. 

Many a factory organization that went down the path 
of “selling the volume trade” would like to open up 
friendly relations with owner-operated stores if they 
felt that after the fracas is over there wouldn’t be a lot 
of back-sliding into slow pay, long credit practices. 
These factory organizations have seen the efficiencies 
that come through modern, high-speed bookkeeping 
methods. In the past there was just as much work in 
shipping shoes to a chain of one hundred stores in 
small shipments to each store—and the only real saving 
was in the factor of one billing and the assurance of 
getting quick payment. For that reason the price was 
made low for the chains and high for the independents 
—because of the factor of cash. 

These factories now feel that small but solvent ac- 
counts of stores that have been in existence for a long 
period of time is good business. Instead of having their 
‘eggs in one or two or a few baskets, they have a dis- 
tribution and contact with the public on a truly national 
scope. But today’s Utopia in retailing cannot be con- 
tinued or made efficient unless the cash principle pre- 
vails, 

Most stores get bogged down and need long credit 
because they cannot maintain a high rate of turn-over. 
The future is assured to stores that can keep 
money in motion. Accelerate turn-over and you 
sell more goods. Every pair of shoes above your 
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normal stock that stays on the shelf a day too long 
prevents some shoemaker from earning a slice of 
his pay. Study turn-over. It is important to all— 
and especially to those in factory organizations study- 
ing “mass distribution” as a follow-up for full produc- 
tion and full employment to examine the entire national 
field instead of the “spotted” big towns. 

Let’s look at the shoes themselves. They are sold a 
pair at a time and the better the service, the better the 
sale. These are the days when lots of executives are 
making big talk when there are self-evident factors that 
135,000,000 people, spread all over the American land- 
scape, want to buy “nearby,” if they can get the right 
goods at the right price. Branded goods have made 
“one-price” the rule to the town as well as the big city 
and the working stock of sizes in either place gets the 
public’s money. 

Your post-war planning may be done by you, but 
your post-war performance will be done by -American 
purchasing power and, we hope, for cash. In the words 
of Richard H. Grant, vice-president (retired), General 
Motors Corporation—one of the great sales managers 
of America: “Our post-war planning is cockeyed. To 
make smoke come out of the chimneys of industry, we 
will have to base our post-war planning on the public’s 
ability to purchase rather than on the amount of goods 
we can produce.” 

Purchasing power is everywhere, providing selling 
ability exists. Don’t get big city complexes. 135,000,000 
buyers go to markets, large and small, and they go 
where they are best served. 


UNFOUNDED RUMORS 


THE decisive hours of history are here. Dangers and 
decisions of the battle front electrify the world. Now 
we must rise to the greatness of being Americans in 
battle, for our destiny is in the hands of young cour- 
age. Those of us at home must close ranks and stand 
side by side. 

The shoe business must carry on, realistically and 
not emotionally. There are feet to fit; more shoes to 
make and in every business and at every fitting chair 
must stand a civilian soldier. 

There is no need for any disturbance to the pattern 
of retailing. In a steady, serviceable business like shoes 
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at retail, there is no particular reason why we should 
anticipate early change. The goods you have are 
needed by the public and salable at their normal price. 
Don’t jump at conclusions with the two wars still to 
be decided. The time is now “for battle”—not bewil- 
derment. 

Take little stock in the flash-lines by columnists and 
commentators. They are a “smart aleck” breed and 
try to pack into 4 paragraph startling bits of mis- 
information. Ed Sullivan, whose syndicated column is 
widely read, had a final line: “Shoe rationing to end 
by September” in his newspaper service. It was picked 
up by a radio commentator and quoted. Six little words 
but how disturbing! We called up his newspaper for 
information and it fell back on that old alibi: “Sources 
cannot be revealed.” We checked Washington—be- 
cause even rumors need to be run down. No confirma- 
tion! In fact, a merry “ha-ha.” 

But you can’t overlook definite statements like this; 
that are so quickly carried down the grapevine of 
public talk. He should be called down to OPA head- 
quarters and asked to verify or apologize in person and 
in print. ; 

If you want a piece of truth, read in a para- 
graph of eleven words: “LEATHER IS NOW 
THE SCARCEST RAW WAR MATERIAL 
OF UNITED NATIONS” that comes right out 
of the mouth of a Washington authority and can- 
not be denied. 

You can’t take a pattern of the surplus stockpiles of 
canned goods and compare it with records that show 
how much leather is going into process and how many 
shoes are being bought by the American public. You 
can’t compare shoes with anything else in the light of 
those eleven words: “LEATHER IS NOW THE 
SCARCEST RAW WAR MATERIAL OF UNITED 
NATIONS.” You have no right to surmise, conjecture 
or even wishfully think that all shoes will be made non- 
rationed in September. There is not enough stock on 
the shelves of retail stores in this country to satisfy 
one month’s free selling, without coupons. You have 
an obligation, in your store, to tell the public what 
you know—and you certainly must know the truth 
about shoe supply from your own experience. The 
shortage of other materials—lining cloth acute—indi- 
cate still further supply trouble. 

We must not, at this time, add to the bewilderment 
of the public with these unfounded rumors of un- 
rationing. So, wherever you are and whatever you do, 
keep your feet on the ground and remember that you 
are first an American, next a business man and always 


honest with your public. 


A DESIRE FOR BARGAINS 

YOU cannot remove from the human mind the desire 
for a bargain. You can make, by national edict, ceil- 
ing prices—and you can regulate the number of pairs 
to be sold by rationing; but there still exists in the 
minds of the consumer a desire for a bargain. For 
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fifty years, and maybe much longer, it has been the 
custom to give the public the bargain benefits of clear- 
ance sales in mid-Summer. But you say—how can you 
give clearances when you are short of good merchandise 
and the public is willing to pay the price asked—ceiling 
plus rationing? 

Well, we are not getting out on a limb by’ saying that 
you should put on clearance sales in these abnormal 
times, but this we do know—some of the very keen 
minds in the départment store field have given a lot of 
thought to human behavior and these stores are dis- 
posing of slow-moving merchandise by the good old 
method of clearance sale. They don’t want the public 
to get out of the habit of coming into the store (in 
times that ordinarily would be dull) for the exceptional 
sales created by clearance. 

One of the rare strokes of genius on the part of 
OPA was to make possible the clearance sale of slow- 
moving shoes at $3.00 last January. You remember 
that extra curricular event. Well, one bright shoe mer- 
chant in Boston, who had never sold any shoes any- 
where near that price, decided to give his customers a 
treat and pulled off a clearance sale with amazing 
results in good will and good advertising. On the books 
he lost a substantial amount of money, but he moved 
some dead end stock. As he said: “I could afford to do 
it for these customers will be talking about this clear- 
ance sale for years to come.” 

Business is business and public good will is a 
precious ingredient. There are no miracle buyers who 
can sell to the last pair, even in this, the greatest of all 
sellers’ markets. You can ae 
desires by some sort of a sale, if by ng you clean 
your stock as well. Remember, after the last war how 
all merchants were holding tight to regular prices be- 
cause the customer was coming their way? Then, along 
in May, 1920, Wanamakers sprang a 20 per cent-off 
sale.“ Perhaps a million people stormed the doors of 
that great retail institution and the example was so 
terrific, it swept the nation over. It moved goods, but 
unfortunately it destroyed many businesses. We had 
risen too high in our 1920 pricing through inflation 
and the drop was “exceedingly great.” 

By some good fortune and OPA controls, that’s not 
likely to happen again. But, remember, part of that 
national clearance was a hunger on the part of the pub- 
lic for bargain values. The public had been denied 
bargains for so long that when they did appear, after 
months of slowing up of trade, the flood of dollars 
poured into cash registers, moving goods. We may, 
after this thing is over, be strong enough as merchants 
and cooperators to move into an orderly balance of 
business. At least we won't have the bloated inven- 
tories that we had in 1920. But the “plans of mice and 
men” are often swept away in some great emotion of 
trade. 

So, to sum it all up, keep your eyes open and remem- 
ber business is dealing with human beings who have 
desires for many things—including bargains. 
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That’s our.Evaline! She represents all the fine 
kid leathers made by John R. Evans & Co... . 
Ruby (Black) Kid, Peerless White and colored 


kid, and lining stock. Evaline isn’t a bit upstage 
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shares it with Brogi, who stands for grained 
goatskin, and Jimmy Pig, the youngster of the 


Evans line, and tops in quality like all the rest. 


JOHN BR. EVANS & COMPANY, CAMDEN, NEW JERSEY © i 
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a . : 4 from Of srta: : styling restrictions. It is also 
: expected that shoes carrying rubber or plastic soles will be transferred to the 
' non-rationed classification provided they contain no leather. 


* * * * os 


WPB is also planning to permit the tanning of white cattle-hide, which 
might mean the reappearance of saddle shoes and other combination styles. 


* * * * ” 


Before the end of the. year more Buna S should find its way into rubber 
soles, thus removing the sehen ean marke qualities of these soles. It is 
.. en p to pe ure of colored soles and later remove the 
_ black marking soles from rationing. All of [TURN TO PACE 67, PLEASE] 
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ew, Different and LEGAL... 


Clever Designing Brings Combination Effect to Permitted 
Shoes. Contrasting Surface Is the Medium. 
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TO design new and pleasing patterns 
and still stay within the narrow con- 
fines of M-217 is not an easy task. 
After 21 months of shoemaking and 
shoe selling under this rigid code, man- 
ufacturers are beginning to explore the 
possibilities of limited, but different 
styles. Now that manufacturers are 
permitted to add one new last to their 
line each six months, fresher looking 
shoes should result. 

One of the chief obstadeles to the 
introduction of new styles in men’s 
shoes has been the narrow definition 
of color combinations and the rigid 
restriction of them. For well over a 
year, it did not seem likely that any 
new styles could be born in this new 
category and yet two have emerged, 
clever in conception and detailing, and 
apparently marked for considerable 
success. The reader is, no doubt, 
familiar with the restriction of M-217, 


Right: The Florsheim Shoe 
Alligator 
and Reversed Calf, taking ad- 
vantage of the different surfaces 
“Combination” 


Moore, 
surfaces 


airy 


effect. 


forbidding the use of leathers of more 
than one color or tone in combination 
in a shoe. But, no restriction is made 
on the use of leathers of varying sur- 
face. The cleverly detailed blucher 
illustrated here takes advantage of this 
situation and combines brown reverse 
calf with brown alligator. Since the 
rich nappy surface of the reverse calf 


Left: Custom Bootmaker Oliver 
uses fhe contrasting 
of smooth Calfskin 
and Gabardine to make a cool, 

Summer 
Regal Shoe Company. 





has a soft appearance, and the highh 
glazed surface of the alligator trim 
picks up brilliant color, the combina 
tion makes a very attractive and wel 
comed shoe. The response to this shoe 
has been excellent, particularly among 
customers, who, come what may, ar 
always responding favorably to the 
unusual. 

Everyone remembers the tremer 
dous vogue of black and white and 
brown and white sport shoes worn in 


shoe for the 








town with’ gabardine and_tropicd 
worsted suits. The demise of this pop 
ular style left a decided gap in the 
man’s shoe wardrobe already shortened 
as it was by wartime necessity. To 
take its place, Oliver Moore, custom 
shoe maker, has designed a shoe fot 
Regal which is equally cool and in fat 

[TURN TO PAGE 85, PLEASE] 


Boot and Shoe Recorder 





FAC 


dune 1! 


> highly 







or trim ~ 
7 SS 

»m bina. SS 
nd wel SS 
= 

ris shoe LS 


among 
lay, are 


to. the 


tremen- 
ite and 


orn in 



































ee ee a, 


No beanballs in our game . . . no crossing 
the decisions of Umpire Uncle Sam . . . (not 
even taking a seventh inning stretch)... 
We're in there pitching with all we’ve got 
to help bring our boys home and keep the 
name of College Hill first in the league of 
fine sport shoes. 





SPALSBURY e¢ STEIS e DEEVERS SHOE COMPANY 


FACTORY: FREDRICKTOWN, MO.¢SAMPLE ROOM 1523 WASHINGTON AVE. «ST. LOUIS, MO. 
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To Sell Surplus Army Garrison Shoes 


THe Surplus Consumer Commodity Disposal Division of 
the Treasury Department, in announcing its first sale of 
surplus footwear on June 5, indicated that normal trade 
channels would be used in the disposal of surplus shoes. 

The first batch of this war’s stock to be sold include 
some 150,000 to 200,000 old type Army garrison shoes. 
They are all new, high shoes, and were declared surplus 
by the Army since they are not issued during wartime. It 
is believed by officials here that most of them are located 
at the Boston Quartermaster Depot. 

Treasury officials are now holding discussions with the 
original manufacturer of these shoes looking toward resale. 
These officials told Boot anp SHoe Recorper that this 
procedure will be followed in the sale of all shoes. If the 
manufacturer does not wish to purchase them, they will 
then be offered to wholesalers, and in turn to retail dealers. 
The entire shoe trade will be given an opportunity to buy 
surplus footwear before sales are made to other parties. 

Shoe surpluses are of interest to all segments of the 
trade, but the problem of disposing of them should not be 
as great as will surpluses affecting other fields. Most of 
the shoes: which will eventually become surplus will be 
work type shoes, which will not interest a great number 
of retail dealers. Although purchases of shoes for all the 
services totaled more than 100,000,000 pairs, officials here, 
after a preliminary estimate, say that not more than 10 
to 12 per-cént of this amount will eventually have to be 
disposed of in the United States. 

Shoes which become surplus overseas will not be shipped 
back to the United States, and with increasing numbers of 
troops leaving the country more and more shoes go over- 
seas to keep the services supplied. The closing of the 
Buford, Ga., rebuilding shop indicates that there are less 
shoes in the country in need of repair. 

In addition, all service personnel will take home at least 
one pair of shoes, and most of these shoes will be new 
since the average soldier will turn in his old pair for a 
new one before he is discharged if it is at all possible. It 
is also no secret that UNRRA will make a fight for the 

According to Quartermaster Corps officials the previously 
mentioned sale of obsolete shoes is all that the Army will 
have as surplus for some time, and no large quantities are 
expected until the war in Germany is over. 

i Sk 


Manufacturers to Get More Sole Leather 


THE percentage of manufacturers’ bends to be set aside 
for the repair trade has been reduced from 30 per cent to 
25 per cent of a tanner’s production, the War Production 
Board announced recently. Manufacturers’ bends are pre- 
pared leather to be used for shoe soles. 

The reduction is provided for in an amendment to Gen- 
eral Direction No. 1 to Conservation Order M-310. 

“Although the percentage of bends each manufacturer 
is required to set aside has been reduced there will be no 
reduction in the number of soles channeled to the shoe 





repair trade,” Harold Connett, director of the Leather and 
Shoe Division, explained. “This is due to the increased 
production of sole leather tanners. The shoe repair trade 
will receive the same quantity of leather provided for 
under General Direction No. 1 as issued originally on 
March 25, 1944.” ish pare 


Relief Procedure Under M-217 Order 


M ANUFACTURERS of military shoes experiencing undue 
hardship because of the provisions of Conservation Order 
M-217, relating to decreased military shoe production, may 
apply for relief from the terms of the order, the War 
Production Board has announced. 

Relief. if granted, will be confined to cases where a 
manufacturer can prove that prior to his conversion to 
production of military footwear he produced a larger 
percentage of shoes in a certain line, or of a certain con- 
struction, than is shown for his base period, WPB said. 

The order now requires that where a manufacturer’s 
production of military footwear is less than his base period, 
his production within each line of civilian footwear may 
be increased only by its proportionate part of the decrease. 

The restriction works a hardship on some manufacturers. 
whose proportionate production of certain price lines in 
the base period was adversely affected by converting the 
productive facilities of these lines to military shoes, WPB 
explained. 

Appeals for relief should state in detail all facts perti- 
nent to the case, WPB said, including monthly production 
figures by price lines clearly to indicate the chronological 
pattern of production as compared with that of the base 


period, - oe 


Stadium Boots, Unless Shearling, to Be 
Rationed 


$ HOES made to be worn over other shoes—familiarly 
known as “stadium boots”—will be placed on the rationed 
list if they contain any leathe: except shearling, the Office 
of Price Administration has decreed. 

The action will allow any such shoes now in the process 
of manufacture to be finished and sold ration-free, how- 
ever, since it applies only to stocks shipped from the fac- 
tory after July 14, 1944. 

At present all stadium boots are ration-free. OPA said 
that dealers’ current stocks, and the leather boots specified 
to be shipped before July 15, will remain non-rationed,. as 
will future production of non-leather and shearling types. 
Shearling—a sheepskin leather with wool left on the hide— 
is excepted because supplies are now plentiful. 

However, cattle bride and other leathers now being used 
in stadium boots are critically needed for the production 
of more essential civilian shoes. For this reason, manufac- 
turers who use any leather other than shearling in stadium 
boots will have to class them as rationed-type shoes if 
shipped after July 14, and are to mark one shoe of each 
pair with the month and year of shipment. The date will 
indicate that the shoes are rationed. 

[TURN TO PAGE 67, PLEASE] 
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Review of the Retail Trade 








NEW YORK BUSINESS AHEAD 


STORES and shoe departments in 
New York reported May business 
abead of last year. Even buyers 
whose men’s departments had not 
been doing well this past year re- 
ported an increase over a year ago 
for March, April and May. For the 
first two weeks in June figures for 
1944 were expected to be well below 
those for 1943, owing to the fact that 
last year Coupon No. 17 expired the 
third week in June. One buyer com- 
mented on the situation saying, “We 
shan’t even compare the two years; 
we'll just tear up the books and for- 
get about it.” In other words, buyers 
know that a comparison would be 
discouraging, but they expected to 
take it in their stride. 

In women’s departments the buying 
right now is chiefly in whites, two- 
tone combinations and unrationed 
play shoes. The consensus is that 
women prefer the all-white, all-leather 
spectators to the two-tone styles. 
Opinion varies somewhat as to the 
ieason. Some think that it is because 
there is a strong demand for leather. 
One buyer for a leading chain con- 
siders that the reason lies in the in- 
ferior fabrics which, with some ex- 
ceptions, are the only ones available 
for these shoes. Whatever the reason, 
the two-tone shoe is not the number 
one choice. 

Some stores are selling more dark 
shoes than usual for this time of year. 
Others do not expect this business to 
begin until the arrival of the early 
Fall opened-up suedes in July. The 
strong trend toward dressy shoes con- 
tinues in both white and dark shoes, 
although spectators take away from 
this type of business somewhat in 
white shoes. Some stores that have 
always done a good business in walk- 
ing types report continued demand. 
In other stores of a more general 
character consumer demands continue 
to show a trend toward dressier types. 
One of these stores notes a change in 
consumer tastes from Army Russet 
tc Town Brown in shoes formerly 
always bought in Army Russet. This 
same store reports good business this 


past Spring in all-over gabardine | 
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shoes, selling at $12.95. Good styling 
was given as the reason for their 
popularity. 

In men’s shoes the most popular 
type is the brown leather perforated 
shoe. Everyone who has “ventilateds” 
is selling them. Those lacking them 
are looking forward to good business 
ia them as soon as they come in. Some 
all-white and two-tone are selling, but 
the supply of these two types is lim- 
ited and the big month for men’s 
whites is in June. One high style 
men’s department reports that brown 
suedes, along with ventilated shoes, 
are the best sellers. 

In children’s departments the only 
deterrent to phenomenally good busi- 
ness is the shortage in merchandise, 
especially in infants’ and misses’ 
sizes. Every kind of shoe is selling 
right now with unrationed play types 
doing especially well. Parents are 
buying these for small children for 
beach and play shoes. Since barefoot 
sandals are scarce this year, these 
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“Rings ‘round your ankles” is the way 
Bonwit Teller, New York, describes 
the popular ankle-strap pump. 
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fabric shoes are taking the place of 
the sandals. 

Some stir has been caused by a. 
recent statement in a leading: gossip 
column that shoe rationing will end 
in September. Opinion is that such a 
statement should not have been made 
without proper authority and that 
such a column is not the place from 
which such an announcement, even 
though authorized, should emanate. 
Any release from rationing, merchants 
hold, should come by degrees in or- 
der to permit the stores to dispose of 
their war stocks. 

* * * 


WHITE DEMAND CONTINUES 
IN BOSTON 


THE demand for white shoes con- 
tinues at a high level in Boston. The 
demand for non-rationed shoes is 
falling off somewhat though it is ex- 
pected to pick up sharply late in June 
when families outfit themselves for 
Summer vacations at the shore or in 
the mountains. Higher-grade stores 
are not featuring the new two-tone 
spectator pumps, although most of 
them ordered in small quantities. 
Medium and lower-grade stores report 
good business, however, in this com- 
bination of fabric and brown leather. 

Chandler & Co., high-grade wo- 
men’s specialty shop, has been push- 
ing all-white pumps, ornamented and 
plain, for wear with Summer prints 
of navy and white. Nearby, the E. T. 
Slattery Co. at the same time dis- 
played a window full of shoes with 
whites in the foreground, and with 
pumps of black leather, brown leather 
casuals and fabric sandals in the cen- 
ter and rear. This was the only better 
grade Tremont Street shop to show 
the new spectator pump in its win- 
dows. 

The A. S. Beck store is promoting 
non-rationed shoes of half a dozen 
types, grouping them in an island 
display case in the store’s foyer. In- 
cluded in the display are ties, pumps 
and sarfdals in solid white, sand, red, 
green and blue. The shoes were 
grouped around a huge multi-colored 
Mexican sombrero of woven straw. 

The Arlace store is one of the few 
actively engaged in pushing the new 
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spectator pump of fabric trimmed 
with leather. These were received 
early and are reported to be selling 
well for wear with sports clothes and 
Summer attire generally. 

At Nisley’s, non-rationed fabric 
shoes are also much in evidence. 
Reds, greens and the multi-color pat- 
terns are said to be the most popular. 
There is a steady, though not overly 
large demand, also, for the more con- 
servative types of oxfords and pumps 
in white and even in black patent. 

On Washington Street, Richard’s 
Gold Cross shoe store recently added 
a line of non-rationed fabric shoes in 
bright colors to its more staple mer- 
chandise. Here, too, however, these 
represent only a small percentage of 
dollar volume. The new spectator 
pump has proved a fair seller and 
blacks, some in all-leather and some 
in combinations of patent and gabar- 
dine, are being sold steadily. 

The volume of retail trade during 
the last week in .May and the first 


_ week in June was not as heavy as had 





been expected. Some stores reported 
that last year’s figures had not been 
met; others that they were about even 


with last year. 
* 7 * 


SOFT CASUALS LEAD SALES 
IN ST. PAUL 


Sort casual shoes hold the center 
of the picture in St. Paul shoe 
stores. White unlined buck, with moc- 
casin toe and low, broad heel were 
given special featuring at Husch 
Bros. They were recommended for 
immediate wear and to “stay in them 
all Summer long.” Another Husch 
favorite is an open heel and toe per- 
forated tie. These are as “American 
as an ice-cream cone . . . lively as a 
swing session . . . cute as a pin-up,” 
according to the advertisement which 
presented them. 

Another shoe of the same style 
made up in brown leather was pro- 
moted for its glove-like quality. It 
was presented as the perfect team- 
mate for the slick slacks suit—for 
sports and for club meetings. 

Newman’s is showing cool white 
suede with faille bows, open toes and 
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Ration-free shoes, sold in their Ir- 

rational Shop, were featured by 

Sommer & Kaufmann, San Francisco, 
recently. 





heels both high and medium. Ration- 
tree play shoes were also featured. 
They were shown in brilliant colors 
in red, green, rust and beige as an 
accompaniment of slacks or other 
sport clothes. 

Grant’s also presented a large selec- 
tion of play shoes, many in gay styles 
with bright colors. A good showing 
of red or white play shoes was in- 
cluded, all with wear-tested soles. 

The Golden Rule department store 
showed a new play shoe in its large 
assortment which it advertises as the 
most complete in the city. A special 
section in a California shop is used 
for the display and sale of these sport 
shoes. They were shown in seven 
dominant colors—red, navy, white, 
natural, multi-color, blue and white 
check and brown and natural stripe. 
They are sandals which were pre- 
sented as suitable for all types of 
Summer clothes, slacks or dresses. 

Under the theme of “Sunlight for 
Your Feet,” the Emporium depart- 
ment store showed a huge collection 
oi play shoes, designed for every oc- 
casion, work as well as play. Four 
heel heights were shown. Feature of 
the shoes was their lightness of con- 
struction. Many baby-doll straps and 
pump styles were included. These 
ration-free shoes bring many extra 
sales to the department, so their dis- 
play and advertisement merit careful 
attention. The play shoes are tied-in 
with other sections of the store. 
Bright, attractive styles are shown in 


the sport shops, in dramatized shadow 
box displays. 

Bannon’s made a feature of play 
shoes. Coolness and comfort were 
the theme for selling with a strong 
reminder that the coupon could be 
kept for the fine dress shoe while the 
play shoe filled the Summertime need. 
Bannon’s featured a good window 
display of play shoes and had an in- 
store display at the front of the shop. 

Kinney’s is another shop which 
had a large window display of play 
shoes. A riot of color filled the win- 
dow from top to bottom. Prominent 
among the colored play shoes was a 
ration-free shoe in pure white in 
sling heel and open toe, with bow 
decoration or with a medium heel, 
closed, styled as a pump. 

Men’s shops showed lighter shoes 
for Summer comfort. Freeman’s Shoe 
Store featured a comfortable mocca- 
sin in a chamois-soft leather. “They 
are ready to go right now,” read the 
ad describing them, “‘No Breaking 
in’ needed.” 

Maurice L. Rothschild showed cool 
ventilated shoes for men, offered for 
their comfort, their smart styling, 
their flexibility and their long wear. 
They came in tan only, were unlined 


and ventilated. 
* * * 


NON-RATIONED SALES ZOOM 
IN CHICAGO 


WITH Summer weather here and a 
hot Memorial Day weekend, all stores 





and shops experienced a marked in- 
crease in the demand for white foot- 
wear as well as for play shoes. White 
spectators were among the fast-mov- 
ing stocks as were white suedes. 
Pumps in various interpretations con- 
tinue to lead the hit-parade, whether 
in open-toe, sling-back styling, or in 
closed, classic two-tone effects. 
Ration-free footwear naturally 
zoomed to new highs in selling with 
the national holiday making a four- 
day vacation for many people. At 
Field’s, a variety of raffia shoes was 
very popular. Made with soles of 
hemp and cork wedges, the uppers 
were fashioned of interwoven raffia in 
gay colorings, in strap style, with 
corded ankle ties, with wedge heels, 
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Is there a shortage 
of children’s shoes? 








America’s largest manufacturer of children’s shoes 
answers this vital wartime question 


, there is very definitely a short- 
age! This is particularly true of depend- 
able brands of medium and better 
quality children’s shoes. 

Parents today are demanding better 
quality. Rationing has brought about 
a keen appreciation of the difference 


between shoes that are good, and those* 


that merely look good. 


Why is there a shortage 
of children’s shoes? 


The nation’s military demands and the 
needs of our allies have caused a de- 
crease in the supply of leather available 
for civilian use and thus fewer leather 
shoes are being made for men and 
women, as well as for children. How- 
ever, there is a sufficient quantity of 
good, serviceable shoe material avail- 
able to meet essential civilian require- 
ments. 

While fewer pairs of children’s shoes 
have been made since the war started, 
the demand has actually been greater 
and the shortage is felt more acutely 
for the following reasons: 


1. Children wear out their shoes more 
quickly than do adults. And because 
children also outgrow their shoes, they 
seldom have extra pairs in reserve. 

2. The rubber shortage has severely limited 
the number of tennis shoes available to 
boys and girls . . . this has added to the 
demand for leather shoes. 

3. A sharp increase in the birth rate each 
year for the past three years has also 
put a heavier demand on leather re- 
quired for additional babies’ shoes. 


Has the Government taken steps 

to make possible an increase 

in children’s shoe production? 
Yes .. . the Government has recently 
effected ways and means to increase 
theallocation and production of leather 
for children’s shoes. This will make 


more leather available and enough 
shoes should be produced to cover nec- 








What should I do to make my 
children's shoes last longer? 


1. Always clean shoes thoroughly and 
treat them frequently with a good polish 
to preserve the uppers. 

2. When shoes get wet, stuff the toes 
with cloth or paper to preserve their 
shape, and dry them away from exces- 
sive heat. After they're thoroughly dry, 
apply polish or other leather preservative. 
3. At the earliest indication of needed 
repairs, take shoes (if still the correct 
size) to the repairman. Don’t wait until it’s 
too late and the shoes are beyond repair. 
4. Alternate the wearing of new shoes 
and older ones . . . provi the older 
pair is still large enough. 

5. See that rubbers or galoshes are 
worn (when available) in wet weather. 


How can I be sure my chil- 
dren's feetare properly fitted? 


Goad pom are mete in Seo correct 
pes for growing feet . . . built to sta 
that way . . . but your dealer does the 
actual fitting . . . so be sure you go toa 
reliable dealer. 

The range of sizes and widths your 
dealer has in this emergency may not be 
as complete as he would like . . . so if he 
is unable to furnish the exact size in the 
style you prefer, we suggest that you 
select another pattern in the correct 
size that will serve your purpose. Never 
buy shoes too small . . . remember they 
must give longer service now .. . 80 
allow ample room for feet to grow. 




















essary replacements for children. How- 
ever, to provide substantial increases 
in the leather supply will take time. 


What are shoe man 
to produce more 
‘sg shoes? 


In some instances production is being 
diverted from men’s and women’s shoes 
into children’s shoes. Some manufac- 
turers who in the past have made only 
adult shoes are now devoting part of 
their facilities to the production of 
shoes for children. 


What is the International Shoe 


As America’s largest manufacturer of 
children’s shoes, we are now producing 
a great many more pairs than we did 
a year ago. We expect to maintain this 
higher rate of production and, if pos- 
sible, increase it. 

But .. . in our endeavor to make more 
children’s shoes we will not disregard 
quality . . . we are determined not to 
use present conditions as an excuse for 
lowering the moral standards of our 
product . . . standards that we have 
maintained for more than forty years. 

We shall continue to make shoes 
that are worthy of your complete trust 
. .. that are constructed, inside and 
out, to give your children real protec- 
tion during the vital years while their 
feet are developing. 


You'll know these trustworthy 
shoes by the familiar brands and 
trade-marks reproduced below. 


Infernational Shoe Company 


ST. LOUIS, MISSOURI 


America’s Largest Maker of Children’s Shoes 
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with high heels, and in clogs. Al- 
though priced in the upper brackets, 
at $11.95 and $13.95, this was no 
deterrent in their selling, especially 
since no coupon was required. Chil- 
dren’s play shoes, too, have been very 
active. Canvas, both in white and in 
bright colors, makes the uppers set 
upon soles of rope, composition, cork, 
even wood, and all have been selling 
well. These, too, are unrationed and 
priced at popular levels. 

At The Fair white suedes in closed- 
toe pumps and in cross-strap sandals 
have been favored, usually at $6.95. 
Carsons have done well with white 
suedes in low heels. Making a special 
appeal these hot days have been 
Joseph’s sling-back suedes in white 
with perforations all over the vamp. 
One of the first to present their 








“open” shoes as “Bare-backs,” Jo- 
seph’s have a wide variety of Summer 
white to offer, ranging from dressy 
strap sandals to perforated flats. 
Florsheim’s, too, have played up per- 
forated whites with considerable suc- 
cess. ; 

Although whites have been largely 
emphasized, blacks and browns, too, 
especially in reptiles, have come in 
for attention. Field’s had excellent 
response to an ad on large-grained 
lizard pumps with open toe and gros- 
grain bow. Suggested for hot weather 
were calfskin shoes from their Salon 
fashioned with perforated vamps on 
pumps or broad cross-straps on san- 
dals, both with open toes. Sling-back 
oxfords of polished python were fea- 
tured at Stevens’ in both black and 
brown and sold actively. Mandel’s 
had success with an alligator lizard 
pump, a V-throat model, presented 
with matching top-handle bag. 

In men’s shops everywhere, all ad- 
vertising emphasis has been upon 
perforated leathers. Men are advised 
te give their “priceless heavy shoes 
time off for good behavior,” as Flor- 
sheim puts it. Thus far practically 
all Summer shoes sold to men have 
been browns. Shops report that to 
date the sale of men’s white shoes 
has been fairly slow. But considering 
that the Summer has not yet reached 


its official coming-of-age, retailers state 


that this is but normal. 
— * * 


‘HOUSTON SHOE MEN 
FACE NEW PROBLEMS 


SHOE men in Houston these days 
find themselves continually faced with 
new problems dissimilar to those of 
other years. At present, with money 
being spent freely, with a heavy de- 
mand for footwear of any kind, shoe 
men are up against the problem of a 


lack of size ranges. It’s a safe asser- « 


tion that fully as many sales are lost 
as are completed in a day because 
of the widespread shortage in sizes. 

It’s a “gay white way,” to borrow 
from a Baker ad, from now until the 
middle of July and, if the Summer is 
exceptionally sultry, the demand may 
continue through August. White buck, 
sandal, pump, or tie; white suede 
baby dolls; suede sandal with indi- 
vidual diagonal vamp, or suede strap 
spectator; white crushed kid; tan 
and white linen combinations—there 
is no such thing as a “leading” style 
in white. 

Patent leathers, a universal year- 
round shee in this unpredictable cli 
mate, force a _ photo-finish. Many 
career girls who want to be dressed 
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Fer Going Pieces 
This Summer— 


CHOOSE 
SPECTATORS 





Senin fo beter. oat gplle seme dae yh ood 
Weer them from preetfast to supper deneing 
0+. with cottons or summer sheers «+ for 
working ‘or watching the races. You co” 
count on classically right spectetors to be your 
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Shoe Salon —Fitth Fleer — Sore 
Mandel Crithew 
Spectetors were featured by Mandei 
Bros., Chicago, Iil., in two versions— 
all-white swede and white or natural 
fabric with brown leather trim. 


appropriately around the clock, wet 
weather or dry, hot or cold, are never 
without a pair of them. 

Neatly taking advantage of this sit- 
uation is a clever shoe window at 
Levy Bros. The window is divided 
down the middle; a large background 
strip of white oilcloth is joined to a 
large background strip of black oil- 
cloth. In front of each is a large 
coin-shaped disk, white oilcloth be- 
fore white, black oilcloth before 
biack. Placed on the white circle, 
tilted, are black patents; on the black 








cirele, tilted, are white buck and 
suede. A garland of oversize white 
reses with glossy foliage is draped 
across the top of the display, near 
the ceiling of the window. In front 
of the dividing line, between the two 
circles, is a floor card on which the 
wording is half and half, black on 
white and white on black. The cap- 
tion: “Snowy whites—sparkling pat- 
ents—to make you look and feel your 
cool best.” 

Those stores fortunate enough to 
find themselves with a stock of rep- 
tiles will not worry much about sales. 
Here, of course, is felt the 20 per cent 
luxury tax on better-priced bags. 

The Vogue recently promoted a 
tapestry sandal at prices from $8.95 
to $11.95, combined with bags of 
suede with matching tapestry panel 
at $10.95. One shoe displayed con- 
sists of mingled tones of purple, beige 
and green, the bag of purple and 
beige with red; another was red, sil- 
ver, and tan with tan suede bag. An 
ad run on these carried a cut of a 
gypsy violinist and a whirling dancer 
above the caption, “Gypsy colors for 
the romance in your soul.” 

Bows fashioned of felt with flowers 
and fruits in the center are seen in 
several of the stores, incliding Paul’s, 
The Smart Shop, and the Vogue. The 
latter features, also, bows of twisted 
lengths of plastic in deep and trans- 
lucent purples, reds, pinks, or yel- 
lows, to be affixed to patents, pumps 
or sandals. 

Fabric play shoes with rope soles 
and matching bags are selling well at 
Paul’s; these are not solid colors, but 

[TURN TO PACE 81, PLEASE] 
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UNCLE SAM’S FIGHTING MEN— 
are well shod 


Our military leaders, appreciating the importance of intelligently 
designed footwear, have endeavored to equip our fighting forces with 
the most serviceable types possible. 


; A Booklet illustrating types of militory foot- 
wear from 1861 to date, sent on request. 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON 10, MASSACHUSETTS 
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THE INDUSTRY 











ONE of the most significant developments reported in re- 
cent weeks from shoe trade centers is the new note of 
caution that is beginning to creep into the attitude of a 
good many buyers, both in the retail trade and among 
leather and materials buyers in the factories. This subtle 
change in trade psychology, apparent even before the in- 
vasion as a faint sign on the trade horizon, appears in the 
face of continuing acute shortages of leather and materials, 
and factors other than any change in the supply situation 
are believed accountable. Talk of possible easing of gov- 
ernment restrictions on soles, heels and other materials evi- 
dently started a lot of people to thinking, nothwithstanding 
warnings from Washington that such conversations should 
not be misinterpreted. It doesn’t take much to start a 
rumor in these days, and a cryptic six-word wisecrack by 
a Broadway news columnist to the effect that rationing 


might end sooner than most shoe folks anticipated provided 
just the spark needed to set off a train of “I wonder” ideas 
in the minds of some retailers. 

National Shoe Retailers Association slanted the lead 
article of its June bulletin to members “On the Side of 
Caution,” pointing to the lifting of tanners’ quotas as per- 
mitted by WPB but at the same time stressing the limita- 
tions on leather supply imposed by the manpower shortage. 
The same organization suggests to retailers the prudence 
and wisdom of making future stocks salable by requesting 
no-mark rubber soles from now on when buying footwear 
with rubber bottoms. The National Boot and Shoe Manu- 
facturers Association is appointing a special committee 
which will give consideration to possibilities of improv- 
ing rubber soles. 





(ttle 


Popular Price Shoe Manufacturers Cautious 
in Leather Commitments 


AVAILABLE supplies of calf leather were swept from the 
Boston market recently by a dozen or more South Shore 
companies which shared in an award for Navy shoes, and 
tanners report that the scarcity of this upper stock is now 
more acute than at any time in the near past. Other acute 
shortages are found in sole leather, lining leather and 
suedes and the demand for patent leather is so far in ex- 
cess of current supplies that it has led to the manufacture 
of patent-finished fabric as a substitute. 

In the shoe manufacturing end of the allied industries, 
makers of popular-price shoes of leather are finding busi- 
ness hard to get and are, in consequence, developing a poli- 
cy of caution in placing orders for leathers and findings. 
The situation is acute in men’s shoes and not much less 
than acute in women’s. Makers of higher-grade lines, as 
has been the case for some time, are hampered not so much 
by lack of orders as by inability to get the material with 
which to keep abreast of them. 

The Associated Industries of Massachusetts notes a con- 
tinuing decrease by months in orders booked by the indus- 
try as a whole. Orders placed during April, this organiza- 
tion reports, were eight per cent below those placed dur- 
ing April of 1943 and were 12 per cent below those placed 
during March of this year. Orders for March, 1944, were 
six per cent below those placed during March, 1943. 

And there seems to be trouble in the offing for manu- 
facturers failing to comply 100 per cent with OPA price 
regulations since the regional office of that government bu- 
reau recently was instrumental in bringing together a 
group of influential men in the trade to serve as an indus- 
try co-operating committee. The objective of the move, as 
announced by OPA following the committee’s organization 
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meeting, is “to establish a working relationship between 
the OPA and the shoe manufacturing industry that will 
facilitate the stabilization of wartime price regulations.” 
Regional officials of the OPA and representatives of the 
Washington OPA attended the organization meeting of this 
committee, the members of which subsequently held a joint 
meeting with the board of directors of the New England 
Shoe and Leather Association. 

The committee consists of Robert Erb, J. F. McElwain 
Co., chairman; Daniel J. Danahy, H. H. Brown Co., vice- 
chairman; Robert H. Adams, Charles Cushman Company, 
secretary; and James Shapiro, Consolidated National Shoe 
Co.; Henry C. Stillman, H. C. Stillman Shoe Co.; H. W. 
Goldberg, Goldberg Bros.; T. Kenyon Holly, Holly Shoe 
Co.; Charles L. Daly, Daly Bros. Shoe Co.; A. W. Berk- 
owitz, Bourque Shoe Co.; E. J. McCarthy, A. G. Walton & 
Co.; James J. Molloy, Salvage-Molloy Shoe Co.; and Paul 
O. MacBride, Milford Shoe Co. 

The organization meeting, according to New England 
OPA officials, is to be followed by a series of others at 
which compliance and other problems will be discussed. 


Chirage 
Shoe Manufacturers See Little Prospect 
of Relief from Shortages 


ALTHOUGH the oil treatment of sole leathers continues 
in all discussions among shoe men, manufacturers in this 
area are not at all perturbed by this angle. They say that 
whatever the government decides is necessary along this 
line, they will conform to it. But they point out that they 
have used the oil treatment on a great many of their welts 
in past years anyhow and the present agitation does not 
affect them since this oil treatment is really only effective 
and feasible on shoes of this classification. That it adds 
[TURN TO PAGE 62, PLEASE] 
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St. Louis Merchants Find 
Public Shoe Hungry 
[CONTINUED FROM PAGE 33] 


have had to see men wearing full-fit- 
ting, comparatively round-toed shoes, 
while they have been jamming their 
toes into funnels. It is not style alone 
that the bobby sock kids are looking 
for when they spend their coupons in 
the boys’ department. Manufacturers 
may discover that the youngsters are 
just as’ much interested in the loose, 
roomy fit of the boys’ lasts as they are 
in the heavy-looking patterns. It is 
quite possible, too, that they hope to 
get longer wear from boys’ shoes, and 
this point may be significant to manu- 
facturers at this time. 

Toe openings are definitely getting 
bigger, on regular as well as on baby 
lasts. This shortens the vamp and 
sandalizes the shoe at the same time. 
Openings have been kept small hereto- 
fore just for the few women who had 
one toe extending too far beyond the 
rest of the foot and felt that small 
openings were. more becoming than 
large ones. However, these women now 
have a wider choice of the closed toe 
shoes which they’ve always preferred, 
and the rest of the women, with aver- 
age feet, can be fitted more comfort- 
ably with larger toe openings that will 
leave their toes free instead of cutting 
them at a bad spot. 

Every St. Louis retailer said with 
a great deal of feeling that he would 
be ready for wild shoes after the war. 
As the buyer for one shop expressed 
it, “When the war is over we'll be so 
fashion-hungry that anything may 
happen.” However, several retailers 
are cautious, and while they think 
there will be a big demand for 28/8 
heels and high platforms at first, ther 
intend not to go too far in buying wilid 
patterns after the first short spree. 





Accepts Post in Miami 


Derroit, Mico.—J. W. Roby, who 
has been buyer of women’s and chil- 


dren’s shoes in the basement depart- | 


ments at Crowley Milner & Company 
for the past fourteen months, left re- 








cently to become buyer of shoes at | 


Richards’ department store in Miami, 
Fla. In his new post, Mr. Roby will 
handle both upstairs and basement de- 
partments for men’s, women’s, and chil- 
dren’s shoes. c 

Mr. Roby has a career going back 
many years in Detroit shoe history. 
He was originally with the former 
Betty Jane Shoe Store chain here, sub- 


sequently with the A. E. Burns’ down- | 
town store, and later with the Boyd | 


Shoe Company. In 1931 he left Detroit 
to go East, and was with various lead- 
ing department stores before returning 
here to take over the Crowley Milner 
assignment. 

His successor in the Detroit store has 
not been appointed. 
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"I find your particular 
make of shoe vital from 
a health standpoint. We 
both know how essential 
it is that patients with 
foot disorders wear shoes 
that will not retard or 
disorganize the correc- 
tion of feet placed in 
the Chiropodists' care. 
Health Spot Shoes are 
designed and constructed 
so differently from any 
other shoes on the mar- 
ket as to be indispen- | 

sable for the foot 

sufferer." 

























It is enthusiasm such as is expressed in the above letter that 
makes it possible for Health Spot Shoe dealers to trace a con- 
stant increase in the volume of business influenced through 
doctor recommendations and prescriptions. 







ATTENTION: ORTHOPEDIC SHOE FITTERS 


There never was a better opportunity for good shoe men who 
are anxious to do a better job for those who need correct shoes. 
The many desirable openings in retail shoe stores created by 
men leaving for the service are worth investigating. If you are 
interested in making a change where you will have a better 
opportunity to do a real service for your customers, we may be 
able to help you. Send for application. 


Health Spot Shoe Company 


1240 W. LAWRENCE AVENUE + CHICAGO 40, KLINOIS 





HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 
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to the serviceability of a shoe is unquestioned, but the 
manufacturers hasten to add that not all types of shoes 
can be so treated. 

Leathers of all kinds continue exceedingly scarce. If 
more hides have been sent to the tanners, manufacturers 
say that they have had no evidence of it in increased ma- 
terials to them. They maintain that even if more hides 
were actually available, in all likelihood the acute shortage 
of manpower to work on the tannage process will doubt- 
less nullify any advantage that might have developed there- 
from. No one is optimistic about the immediate future in 
the leather field, or for that matter about the future for 
some time to come. They point out that military needs 


_ must come first, and serious shortages may well continue 


into the post-war period, when needs of the liberated coun- 
tries of Europe will also have to be met. 

The National Planning Association, in a recent report, 
stated that about 200 million pairs of shoes are the esti- 
mate for the relief agencies to cover the areas liberated at 
the close of the war. To this must be added the materials 
needed to repair about 100 million more pairs. It is obvi- 
ous that this will mean a huge drain upon the stocks which 
would normally be turned over for civilian home consump- 
tion. Thus there is no discernible likelihood of any easing 
in the rationing situation for some time to come. In addi- 
tion to the shortage of hides, materials for tannage are also 
at a low ebb. Both chrome and chestnut extract are lim- 
ited, and manufacturers have been asked by the govern- 
ment to accumulate the largest possible inventories of 
quebracho. 

While manufacturers are satisfied that some contro] has 
been placed upon the importation of footwear from South 
America, houses in this region state that under present 
conditions they have not been affected by the arrival of 
foreign-made shoes. They have had a large enough va- 
riety of styles to satisfy their clientele, and in all instances 
have had larger orders than they have been able to fill. 
However, they comment that limitations of such imports 
are right for, since American makers are limited in the 
numbers of styles they can promote, it is not fair that 
shoes from a rival country should be allowed to compete 
in the American market without any restrictions whatso- 
ever. 


View Gor 


Manufacturers Finishing Up Whites 
and Starting on Fall Shoes 


THE latter part of May and the first week or two in June 
found some manufacturers in this area finishing up their 
white orders and starting on their’ Fall shoes. Some fac- 
tories which had already finished their deliveries of whites 
are now receiving appeals from their customers for more 
white shoes “Rush”. The general experience is that re- 
tailers are not able to get nearly as many white shoes as 
they would like. The demand for all-white, all-leather 
shoes has been much stronger than the demand for the 
two-tone fabric-with-leather combinations. The problem of 
cleaning white fabric is one reason for this preference, ac- 
cording to one manufacturer, Where there is a choice be- 
tween white and natural or wheat color, women prefer 
the natural color, according to mauufacturers. Stores get- 
ting late deliveries of their white shoes are aot expected 
to have any difficulty in selling them. 


—— 


The demand for leather is such that tanneries report that 
shoe manufacturers are waiting at the plants for their 
share. One manufacturer in the New York area gave the 
big piece of news of the week as the fact that he had some 
leather on hand; the previous week he had had practically 
none. A stronger demand for the darker shade of brown 
. .. town brown . . . is noted by several manufacturers. 

General style trends continue along the lines already fre- 
quently noted in this column. Dressy shoes are very much 
in demand, but with more call for untrimmed types than 
ever before. These are usually made over wall toe lasts 
with the toes closed. Little change in heels and lasts can 
be reported because manufacturers are more concerned 
with getting as early deliveries as possible, than in intro- 
ducing the few style changes now permitted. This does not 
mean, however, that there is not plenty of experimenting 
going on with new lasts. One high style manufacturer in 
this area comments very favorably on a new modified baby 
doll last. It has rea] news value, he considers. Another 
style manufacturer, with a new rocker bottom last, can only 
report at this time that his factory is working on a shoe 
built over this last. He, too, is se concerned with immedi- 
ate delivery problems that he cannot take time right now to 
introduce the new last into his line. The problem of deliver- 
ies is one that all manufacturers in this area feel keenly. 


Sr Voneo 


War Labor Board Approves Wage Increases 
for International Group 


LATE in May, the War Labor Board approved an increase 
in wages for those employees of the International Shoe 
Company factories who are members of the Boot & Shoe 
Workers Union, affiliated with A. F. of L. The increase 
is understood to be approximately 5 per cent, and it is 
further understood that this amount, added to previous in- 
creases, brings the total wage advances to about 20 per 
cent—or some 5 per cent above the level permitted by the 
Little Steel Formula. 


The C.I.0. is petitioning for the same increase for its 
membership in the same factories. It is also understood 
that the War Labor Board has before it similar demands 
on behalf of the employees of the Brown Shoe Company. 

Early in May, the St. Louis Shoe manufacturers granted 
their workers a week’s vacation with pay. This was estim- 
ated at the time to amount to an increase in pay of about 
2 per cent, which, added to the 6% per cent increase 
granted on April 21, 1943, brought the total advance since 
1941 to 15 per cent for all the local plants. 


At a recent meeting of the St. Louis Shoe Manufacturers 
Association, it was decided that all member plants would 
close down June 30 and reopen July 10. Allied Trades 
are cooperating by arranging their vacation shut-downs to 
fall on the same dates, thus avoiding any upsets in the 
schedule of deliveries on shoemaking materials. 

So far as is known, the recent wage increase for Inter- 
national workers is the first instance in the shoe industry 
wherein the War Labor Board has approved an advance 
which goes beyond the Little Steel Formula. So it is re- 
garded as of far-reaching importance, not only for St. 
Louis, but for the trade generally. 

[TURN To Pace 75, PLEASE] 
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RETAILERS, PREPARE NOW! 


[CONTINUED FROM PAGE 41] 
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Chart XVa (left) illustrates 

obsolete two-season plan of 

shoe selling. Some stores still 
follow it. 
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Chart XVb (right) 
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shows moderna 
three-season shoe 
selling plan which 
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back their Summer clearance sales until the first week in 
August. This would increase the amount of their June 
sales, and especially their August sales that are generally 
at such a low ebb. Besides, their remaining dark Spring 
shoes invariably sell much more freely at sale prices dur- 
ing August than they do in July. So a two weeks’ sale in 
August would readily clear their remaining stocks of 
Spring and Summer shoes. 

As a matter of fact, two weeks is about as long as any 
sale will attract customers. Long drawn out sales only re- 
tard the sale of more seasonable merchandise at regular 
prices. 

Just as women buy their Spring outfits early, many of 
them also buy their early Fall dresses in July to take with 
them on their Summer vacations. So, many stores are now 
selling their lighter type of black and brown Fall shoes in 
July, and some even in June. These three-season stores 
whose early Fall types are delivered at the proper time 
get an earlier start of their Fall season. So, their stock at 
the end of the Fall season is sufficiently low that a two 
weeks’ clearance sale in December or January is ample to 
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Apr. May June July Aug. Sept. Oct. Nov. Dec. 


clear their remaining Fall merchandise. They are then in 
a position to start selling their Spring merchandise earlier, 
as previously mentioned. 

This three-season plan for women’s shoes also applies, 
in principle, to men’s and children’s shoes. It undoubtedly 
applies to other wearing apparel. 

It can be readily seen that a store that times its buying 
and selling periods to properly coincide with the three- 
season buying plan of its customers is able to increase its 
sales during the low sales months as indicated by the white 
areas on Chart XIII. The correct timing of buying reduces 
the duration of sales periods and consequently the amount 
of mark-downs. This three-season plan simplifies buying 
and reduces its cost. 

Mark Twain’s famous wisecrack: “The man’s death was 
greatly exaggerated” would be equally pat if applied to 
the passing away of “Old Man Sales” during the war. 
That has been one war casualty that has not elicited much 
grief from his host of former devoted retail friends. Since 
we have all found that our sales and profits have not suf 

[TURN TO PACE 66, PLEASE] 
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| a under the stress of a wartime economy, the 
famous Surpass trade mark remains a symbol for 
UNIFORMITY and DEPENDABILITY in fine Kid Leathers. 
Progressive merchants, confident in its rigid quality stand- 
ards, request it by name in the shoes they order—thus helping 
manufacturers to maintain quality at the bench, and enabling 
themselves to stand behind leathers in the shoes they sell. 
Volume continues to be limited drastically by the heavy demand for 
garment and glove leathers for vital military needs. . . . But Surpass 











Leather remains, as ever, the best. 







GLAZED - SUEDE - CAPRE - LININGS - KANGAROO 
MILITARY GARMENT and GLOVE 


SURPASS LEATHER COMPANY 


OTH & WESTMORELAND STREETS ¢© PHILADELPHTA, PA, 
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Designers and manufacturers of 
quality lasts for 34 years. Use 
Vulcan "Controlled Measure- 
ment" lasts for better fit and 
better style in all sizes and 
widths. 


General Offices: PORTSMOUTH, OHIO 


LAST PLANTS 
Portsmouth, Ohio Brockton, Mass. 
Johnson City, N. Y. St. Louis, Mo. 


HEEL PLANTS 
Portsmouth, Ohio 
Johnson City, N. Y. 


Effingham, Ili. 
Rochester, N. Y. 


LUMBER MILLS: Antigo, Wis.; Donken, Mich. 

















Retailers, Prepare Now! 


[CONTINUED FROM PAGE 64] 


fered through the elimination of sales, I trust that after 
the war retailers will continue to practice the same mod- 
ern therapy and try to prolong the life expectancy of their 
merchandise that they sell at regular prices. 

This discussion of the proper timing of buying makes 
one wonder whether the conventions and seasonal open- 
ings of the shoe trade are being properly timed. These 
events are most beneficial when retailers properly utilize 
them to obtain style and merchandising information, and 
to select their resources for the coming season. But since 
retailers can buy far more efficiently at home than at con- 
ventions, every successful buyer has realized from sad ex- 
perience that it has proven disastrous to buy much of his 
merchandise during the excitement and confusion of con- 
ventions. 

When we stop to consider, we realize that many of the 
most glaring buying mistakes of the shoe trade have been 
the direct result of holding conventions too late in the sea- 
eon. 

Here is one of many such instances that I recall. The 
convention was held that year, as had been the custom, in 
January. Most manufacturers design special styles for these 
conventions, that they term “convention styles.” They are 
glamorous creations that are purposely designed to attract 
attention to their lines and to whet the appetite of buyers 
who have previously consumed as much of their wares as 
they can healthily digest. These styles are loaded with 
potential dynamite. 

When it came to this convention to which I refer, most 
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retailers had anticipated their orders particularly early and 
freely, and so the manufacturers were now hungry for new 
business. Some designer had concocted a new color which 
was termed “Japonica.” I can best describe it as a pink- 
ish, yellowish tan. I still shudder when I even recall it. 

All manufacturers seized Japonica as the answer to a 
maiden’s prayer and promoted it as an opportunity of fill- 
ing the gap in their production. So most retailers were 
infected with this convention hysteria and swallowed 
Japonica hook, line and sinker. None of us would have 
bought more than sample lots in the calm surroundings of 
our own offices at home where we had our previous selling 
records fully available. Possessing absolutely no basis of 
logic, of course only a small percentage of this “convention 
fashion” was sold at regular prices. 

This is only one of the many similar instances that have 
convinced so many buyers that they are inviting trouble 
when they are induced to buy more than small lots at con- 
ventions. 

So it seems to me that these conventions and seasonal 
openings would serve a far more economically sound pur- 
pose if they were held a full month prior to the time that 
retailers start buying for the coming season. Then after 
obtaining style and merchandising information and select- 
ing their resources at these conventions, retailers would 
be able to buy more profitably to themselves and their fac- 
tories after they returned to their own stores. This would 
also permit the factory representatives to get into their 
territories at an earlier date. 

In the next chapter I shall discuss the elements that go 
to make up an efficient buying operation. They will suggest 
possible simplifications in methods that would reduce the 
cost and increase the efficiency of buying. 
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[CONTINUED FROM PAGE 50] 


To End Release of Obsolete Shoes 


Opa is also providing that no more applications for the 
please of “obsolete” shoes from rationing will be accepted 
aiter June 30. Applications have been permitted since 
November 8, 1943, and reports from the trade indicate 
that dealers have had ample time to file their requests. 
This limit date applies only to the filing of dealers’ appli- 
cations. The “non-rationed” stickers attached to the shoes 
after applications are approved indicate that the shoes are 
non-rationed without a time limit. 

eo”: -@ 


Kid Representatives Visit England 


RoBERT E. BINGER, vice-president of the Newcastle 
Division, Allied Kid Company, and H. H. Hegeler, vice- 
president of Surpass Leather Company, aceompanied by 
Marshall Helmrath, of the U. S. Foreign Economic Admin- 
istration, are now in England on an important mission in 
connection with the existing kid leather situation. They 
will explore present conditions and future outlook relative 
to foreign raw stock markets, transportation possibilities 
and the situation generally, the ultimate objective being the 
improvement of conditions affecting kid leather manufac- 
ture in the United States. 


°. {2 * 


Washington Newsreel 
[CONTINUED FROM PAGE 47] 


these actions are designed to liven up models for the re- 
tailer and aid him in selling shoes that are definitely 
stamped as war goods. 

Word is also circulating in Washington that WPB is 
displeased over the fact that certain manufacturers are 
reportedly turning out too high a volume of non-rationed 


seem logical to all manufacturers that the preper course 
to follow is to make all the rationed shoes possible at 
present, so WPB can determine where production of ra- 
tioned footwear stands, and thus be in a better position to 


rationing. 

Summing up the entire picture, Washington officials are 
aware of the retailer’s problems and will do everything in 
their power to ease the load. The move to relieve restric- 
tions in order to increase styles is primarily a means of 
drawing off inventories of wartime shoes. These officials 
realize that any sudden removal of rationing restrictions 
would leave thousands of dealers in a serious financial 
position. It is therefore reasonable to assume that the aver- 
age shoe dealer need not worry too much about this phase 
of his post-war problem, provided the men now running 
the shoe picture remain long enough to carry through their 
plans and wage a fight for them. 


The only note of caution in this connection would be 





rationing restrictions may be lifted by executive order, in 


the face of the above mentioned planning and without | 


much regard to economic consequences. 
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footwear because of the high profit involved. It should | 


appraise the value of removing certain types of shoes from 


based on the feeling in the minds of some that anything is | 
possible in an election year, when an administration is | 
battling for its life. It would be no great surprise in the | 
Nation’s capital if within the next several months many | 
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Fine Shoe Stores, Shoe 
Repair Shops and Depart- 
ment Stores everywhere 


FEATURE... 


the Bootmaker's Stain Polish that 
provides you with ample profits—and your customers with 


complete “shining satisfaction”. 
ae 
NOW IS THE TIME WHEN 


KNOMARK 


W ENE 
SHOE SOAP 


In the unique DUPLEX JAR 
Reaches Top Sales Figures! 
Good for KID * CALF * BUCK 
NUBUCK ond All Fabric Footweor 
Also Made in All Colors 


Products of 
KNOMARK MANUFACTURING COMPANY 


BROOKLYN, NEW YORK 
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Sharp eyes pay off —in sighting the enemy, in sorting soles 
Hiding in a snow trench, close to concealing fir trees, are two camouflaged para-skiers. Between them, 
scarcely visible, is a death-dealing mortar gun. To the sharp eyes of trained army scouts, this lurking danger 


would be obvious. 
To the equally keen eyes of England-Walton sorters, trouble in unmatched leather soles is just as obvious. 


It is carefully avoided by accuracy in sorting bv fibre. 


VALUE OF FIBRE-SORTING 
REVEALED BY POLARIZED LIGHT 
In the first set of photo-micro- 
graphs—figures 1 and 2—notice the 
variation in stress lines revealed by 
polarized light, when materials with 
even a slight difference in internal 
construction, are flexed. Such lack 
of uniformity in a pair of leather 


ENGLAND-WALTON DIVISION 


AE Sunene rab 


soles is reflected in the service they 
give. 

Now check figures 3 and 4. See how 
closely the strain lines match. Eng- 
land-Walton sorters match up soles 
accurately by fibre . . . so that both 
soles in a pair will start out with even 
strength, flexibility, ability to resist 
wear. 


FIBRE-SORTING 

MORE IMPORTANT THAN EVER 
Regardless of grade, E-W FIBRE- 
SORTING adds extra value to sole 
leather at a time when extra value 
means so much to civilians on the 
Home-Front. It provides an extra 
selling feature, too, for a highly 

competitive peacetime market. 


Boston, Camden, Peabody, New York, St. 

Louis,Columbus,Milwaukee,Los Angeles, 

San Francisco, Ashland, Ky., Newport, 
Tenn., Hazelwood, N. C. 
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White Shoes Lead Sales in Atlanta 





ATLANTA, Ga.—May brought a con- 
tinued heavy stream of business to 
Atlanta shoe stores, with apparently no 
sign of any slack in demand. Biggest 
demand was for white shoes of all 
kinds, with everything selling well: 
buckskin, linen, crushed kid, suede, 
rationed shoes and unrationed shoes. 

The white shoes with a cool look— 
qoss-strap sandals with low heels, 
pumps with perforated vamp, sandals 
with perforated trimmings, low heeled, 
baby toed ankle, strap sandals—these 
were what customers were buying first. 
Spectators, which have long been the 
stand-by of Atlanta shoppers for the 
warm months, were particularly good, 
both in all-white and in two-tone com- 
binations of linen-like fabric and leath- 
er. In the two-tones, brown and white 
was the favorite combination with most 
of the stores giving them prominent dis- 
plays; wheat and tan, however, came 
in for a good run and black and white 
also sold well. 

Patent leather was a good second to 
the big request for white. Most of the 
stores report that dressy patents in 
higher priced lines are fast sellers, and 
customers continue to ask for these in 
high heels. All styles, however, are 
popular, with the sling back, open toe 
version perhaps having an edge on the 
others. Brown calfskins and some blacks 
remain in a steady moderate demand, 
and continue in display in nearly all 
windows. Regenstein’s offered a pump 
in New York “high colors”—green, red 
and navy blue. Allen’s showed black 
Summer suedes. Red shoes were still 
agood attraction for a coupon, although 
demand for these is not nearly so great 
as a month ago. 

Play shoes of all kinds are in every 
imaginable color and color combina- 
tion. Unrationed play shoes are boom- 
ing. Many of the stores have special 
displays devoted entirely to these and 
with the really hot days of Summer 
beginning, their popularity is at a new 
Butler’s center window is filled 
with various styles displayed with a 
Wide streamer overhead announcing 
that no ration coupon is necessary. 
Chandler’s likewise is devoting an en- 
tire window to these shoes. Rich’s uses 
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All Types in Demand in All Available Materials—Patent in Second 
Place in Current Selling at Most Stores 





Dates to Remember 


National Leather and Shoe Find- 
ers’ Association Convention, 
Hotel New Yorker, New York 
City. June 20, 21, Ney 1944 
Monthly Shoe Show, Shoe Tra 
ers’ Association of Ch 0, a 
rison Hotel, Chicago, 
June 26, 27, 1944 
Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, © 
Detroit, Mich. July 9, 10, 11, 1944 
National "Shoe Fair, Palmer House 
and Morrison Hotel, Chicago, 
October 30, 31, November 1. 1908 
Iowa S Shoe Iowa Na- 
tional Travelers’ Associa- 
tion, — Fort Moines, Des 
Moines, Ia. N 12, 13, 1944 
3lst Annual Convention, Middle 
Atlantic Shoe Retailers’ Associa- 
tion, Hotel Philadelphian, Phila- 
delphia, Pa. 
January 14, 15, 16, 1945 





two display units with a rustic seat 
between: one shows the unrationed play 
shoes; the other, rationed. The cus- 
tomer may sit between and decide on 
her choice. Allen’s offers wooden soled 
shoes. Davison’s shows on several dis- 
play units a variety of colors in open 
back oxfords, low-heeled pumps with 
both open toe and open back, ankle 
strap styles, and innumerable sandals 
in gay stripes, in solid colors, and 
variegated cotton prints. Prices range 
widely. Higher priced unrationed shoes 
available in dressy styles sell as well 
as the lower priced purely casual num- 
bers. Shoppers looking for quality seek 
these in higher heels and solid colors. 
In the children’s departments, a heavy 
demand continues for all types and 
kinds of shoes, but right now barefoot 
sandals head the list. These are avail- 
able both in rationed leathers and un- 
rationed fabrics and fabricated soles. 
All are sell-outs. Rich’s finds that their 
smaller sizes are moving particularly 
fast and report also that “missy dress 
pumps” and straps are in big demand. 
Men’s shoes are highlighted by ven- 
tilated uppers. These, ‘available in 
three shades of brown, have largely 
taken the place of two-tomes and a 
' [TURN TO PAGE 83, PLEASE] 


Expects Fewer Shoes 


For Civilians 


New ORLEANS, La.—Joseph L. Hig- 
ginbotham, Dallas, Tex., regional com- 
modity rationing officer for OPA told 
an open meeting of New Orleans retail 
shoe dealers recently that fewer shoes 
will be released to consumers in 1944 
than were released in 1943, and in- 
dividual shoe stamps will have to last 
for six to seven months. The meeting 
was held at the St. Charles hotel, here. 
recently that fewer shoes will be re- 
leased to consumers in 1944 than were 
released in 1943, and individual shoe 
stamps will have to last for six to 
seven months. The meeting was held 
at the St. Charles hotel, here. 

“Shoe rationing is necessary,” Mr. 
Higginbotham explained. “By April 
of this year 53,000,000 more shoes had 
been distributed to consumers than had 
been manufactured or imported in this 
country. One of the main reasons for 
the shortage is the requirements of the 
Army, which at the beginning of this 
year ordered a combat boot requiring 
eight square feet of leather as com- 
pared to the old GI shoe requiring five 
square feet. 

“Another cause of shortage is lend- 
lease requirements. Lend-lease coun- 
tries asked for 2,000,000 pairs of shoes 
for 1944, although whether they will 
get them I do not know. Again, there 
is the manpower shortage. Where 250,- 
000 people are normally employed in 
shoe factories there are now approxi- 
mately 178,000. 

Mr. Higginbotham was the main 
speaker in a panel consisting of him- 
self, George S. Michinard, OPA district 
rationing executive, and George Daley 
of the OPA enforcement division. M. 
J. Leumas, district commodity ration- 
ing officer presided. 

Two shoe dealer advisory committees 
have been formed in New Orleans rep- 
resenting retail and wholesale groups. 
The retail committee includes: Maurice 
Bernstein, John Henry, Ralph Levey, 
Sol Levin, Frank P. Ricca, J. J. Mumme, 
William J. Oldenburg, A. J. Slade, Sam 
Emmett and Albert Wachenheim. 

The wholesale committee consists of 
George M. Stern, Thomas G. Duhon, 
Isadore Cotler, B. M. Friedman, Abe 
Wiener and Nat Rosenberg. 
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Volume of Business the Same as a Year Ago 














LaSalle Map of Business Conditions. 











This map, showing business conditions all over the country for June, was supplied 
by the Business Bulletin Division of La Salle Extension University, Chicago, Ill. 


CuicaGo, Inu.—For the first time in 
over five years, the volume of trade and 
industry shows no marked gain over 
the preceding year, according to a 
monthly survey of business conditions 
by the Business Bulletin Division of 
La Salle Extension University, here. 
Business activity is slightly less than 
1 per cent higher than it was a year 
ago and in many places it is somewhat 
below. The rate is still high and it is 
holding quite steady but in most re- 
gions and in most industries it is not 
expanding as it has been since early in 
1938. 

Although business is not expanding, 
neither is it declining in any significant 
way. The current outlook is for a con- 
tinuation of the present high rate in- 
definitely until the war situation 
changes greatly. 

Variations among different parts of 
the country are much less than they 
have been for many months. Several 
of the variations shown on the La Salle 
Map are due more to the conditions last 
year when business was forging ahead 
at varying rates in different sections 
than they are to current conditions. In 
many respects, business is more nearly 
uniform and stable than usual and at 
least a temporary stability has been 
achieved. 

Gains over last year have been great- 
est in four major regions. In three of 
them the war production program and 
military factors are the main direct 
causes while in the other region agri- 
cultural conditions are most significant. 
Around the Great Lakes, war plants 


are still operating at close to capacity 
and the large pay rolls stimulate busi- 
ness of all kinds. In the West and 
some parts of the South, war plants 
and shipyards are also largely respon- 
sible for maintaining a high level of 
business activity. In other parts of the 
South, the spending in connection with 
the military training camps has been 
the major stimulus to a greater volume 
of business. 

Business is lagging behind in the 
New England states and in the South- 
east. Part of this legs favorable com- 
parison is due to the tact that business 
volume in these regions was quite high 
last year, 

Another area of lagging business is 
the Mountain States, where mining and 
related activities have changed but 
little during the last few months. Even 
in the oil producing regions, the volume 
of business has not risen nearly so 
much as would be indicated by the 
large increases in the output of crude 
oil. Activity there is about the same 
as the national average. 

Conditions are about average in 
much of the Middle West and also in 
the Pacific Northwest. Farm income is 
higher than it was a year ago, largely 
because of greater increases in the 
marketing of livestock. In many places, 
however, this larger income has not 
been reflected in greater spending and 
larger business volume. Business has 
held up slightly better in the western 
part of the Middle West than it has in 
the central or eastern sections. 





Moore Heads N. Y. Group 


RocHEster, N. Y.—John J. Moore, 
owner of the Parmelee Shoe Shop of 
this city, has been named president of 
the New York State Shoe Retailers’ 
Association for the coming year, along 
with these new officers: 

First vice-president, Harry Ehren- 
pries, Flah store, Syracuse; second 
vice-president, Robert L. Dacey, Read 
Shoe Company, Watertown; third vice- 
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president, Fred Silsby, Conniff Shoe 
Company, Geneva; fourth vice-presi- 
dent, Phillip Ratick, Carl Company, 
Schenectady; treasurer, Ernest A. 
Beaumont, Beaumont Shoe Company, 
Albany; chaplain, William Pidgeon, 
Pidgeon’s, Rochester. 

Jesse L. Patton, Patton & Hall, 
Schenectady, will continue for the com- 
ing year as chairman of the board of 
directors. 


Successful Fair Held 
At Des Moines 


Des Moines, [A.—Over 450 regis- 
tered buyers from lowa, Missouri and 
Minnesota viewed the lines of 93 exhibi- 
tors at the Iowa Fall Shoe Fair held 
at the Hotel Fort Des Moines, here, re- 
cently. The fair was the most success- 
ful ever held by the Iowa National Shoe 
Travelers’ Association and the Iowa 
Shoe Retailers’ Association. 

A poll of patterns and leathers taken 
at the close of the fair showed that rep- 
tiles and printed leathers were most de- 
manded in women’s shoes. Black and 
brown smooth leathers were second, 
with Town Brown selling over Army 
Russet. Suede was next followed by 
patent leather. The demand was for 
higher heels, 21/8 being most popular. 
Sandals and sling pumps led all other 
patterns, while open toes were still the 
favorite. 

Play shoes, both rationed and unra- 
tioned, were in big demand. Salesmen 
who sold both types reported that the 
rationed play shoes outsold the non- 
rationed. Casuals were big volume 
sport shoes, followed by moccasins. 
14/8 heel sport shoes were in little 
demand. 

In men’s lines, 90 per cent of the de- 
mand was for brown oxfords. Grain 
leathers and the few pigskims were very 
poplar. Broad toes were first, followed 
by military types. 

A luncheon was held at Hotel Fort 
Des Moines at which the Iowa Shoe 
Retailers’ Association entertained the 
retailers and travelers. R. J. Clarey, 
OPA Shoe and Rubber Footwear Spe- 
cialist, was the principal speaker. Ar- 
thur Brayton of the Des Moines Cham- 
ber of Commerce Convention Bureau 
was toastmaster. 

The success of the fair has been at- 
tributed to its officers: A. N. McKay, 
president; H. Barton, vice-president; 
A. C. Robertson, secretary-treasurer; 
H. S. Marple, E. N. Ochsner, Carl Ort- 
lund and H. C. Gruber, chairman of the 
publicity committee. 





New Booklet on 
Fitting Available 


New Yorx.—“Shoe Fitting,” a book- 
let with many valuable hints for cor- 
rect fitting of shoes under war condi- 
tions, has been published by United 
States Rubber Company and will be 
distributed free of charge through the 
branch selling offices of the company’s 
footwear division. Included are up-to- 
date facts on the use of synthetic rub- 
ber in footwear, and photographs illus- 
trating the proper waterproof footwear 
to be sold for popular leather shoe heel 
heights. 

This booklet is the fourth in a special 
series published by the makers of Keds, 
Kedettes and Gaytees as a wartime ser- 
vice to help retailers train new sales- 
people in the fundamentals of shoe fit- 
ting. 
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War Raises Difficult 
Foreign Trade Barriers 


BROCKTON, Mass.—Edward A, Keith, 
head of the Foreign Department of 
Geo. E. Keith Company, Brockton, re- 
counts in a report to the company an 
interesting occurrence in far-away 
Teheran which shows that the prestige 
of American-made shoes is today recog- 
nized in that ancient capital which 
in the past year has held such a promi- 
nent place in the news. Also it gives 
an idea of some of the difficulties re- 
sulting from war conditions that stand 
in the way of normal exchange and 
transportation of merchandise. 

“American shoes have been pro- 
hibited from import into Iran since 
1933,” said Mr. Keith, “but due to 
events in connection with the war a 
rumor had arisen that this prohibition 
was to be removed. On the 20th of 
July, 1942, a letter was received from 
a large firm in that country asking for 
catalogs and prices, even agreeing to 
pay for the goods before they were 
shipped. We sent them a catalog and 
price list on August 4, 1942. We heard 
nothing for months with the exception 
of further appeals for a catalog, with 
which we complied. 

“On March 8, 19438, we received a 
cable from Teheran, reading as fol- 
lows: ‘Our letter of January 27 re- 
mitted $6000.’ We had received neither 
the letter referred to nor the money. 
However, on March 18, 1943, we re- 
ceived advice from one of the large 
New York banks that instructions had 
been received to credit us with $6000 
by order of the firm to whom the cata- 
logs had been sent. 

“In May, 1943, we received a letter 
dated March 7, 1943, which explained 
the remittance of $6000 and referred to 
an order of 5150 pairs of men’s shoes 
which they had mailed on January 27, 
but they did not enclose a copy. In re- 
lation to the remittance, they advised 
us that, if there should be any restric- 
tions in export, to keep the order on file 
and to allow the remittance to remain 
as a credit until such time as it was 
possible to execute the order. 

“On June 4, 1943, we at last received 
a copy of the order of January 27 and 
found that it consisted of 42 lines of 
men’s shoes between 60 to 200 pairs 
each, on which we were directed to 
change prices as necessary and that 
all goods were to be shipped in wooden 
cases and sewn up in waterproof jute 
cloth or canvas. 

“Having at last received the order, 
we started to investigate the possibili- 
ties of shipping goods to Iran and dis- 
covered that objects made of leather 
were not considered urgently required 
in Iran and that all merchants should 
refrain from ordering them because 
permission would not be granted until 
notice was issued to that effect.” 

This information was conveyed to the 
firm in Iran and there was further cor- 
Tespondence, in the course of which 
they offered to send an additional $19,- 

000 as a further deposit. 
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To maintain equitable distribution 
at this time establé 


BELLAIRE SHOE COMPANY 


PORTLAND 


' Bellaire 


THE FOOT STIMULATING SHOE 


The LAST is FIRST... 


@ The six basic lasts over which Bell- 
aire shoes are made are nationally 
recognized as specialized lasts. Each 
has been created and developed 
especially to give the Bellaire line 
a balance and completeness for all 
fitting requirements. 


DIXIE—No. 1514 
A basic shoe, built 
over Bellaire’s 555 
last. A superb fitter, 
available in Black 
or White Kid. 
AA to E. 


\gusene our retailers, we cannot 
mew accounts. 


MAINE 


STICKNEY WALKER 








“As matters stand at present,” Mr. 
Keith explains, “we have $6000 on de- 
posit on the account of the firm in Iran. 
We have an order for 5150 pairs of 
shoes which we cannot make since their 
entry into Iran at this time is prohib- 
ited. 

“Both the customer in Iran and we 
ourselves are in agreement that noth- 
ing can be done as far as the order is 
concerned until the prohibition of 
American shoes into Iran is removed. 

“In all this correspondence one thing 
is evident: they are aware of the excel- 
lence of WALK-OVER shoes. There 
is no question as to what they want, 


and they mean to get it even if they 
have to wait for years, or at least for 
the duration.” 





Named Plant Superintendent 


Los ANGELES, CALIF.— Arthur Al- 
tierei is now plant. superintendent at 
California Dramatics, according to an 
announcement made by Warner Illing, 
president of this shoe factory. Mr. 
Altierei was with United Shoe Machin- 
ery Corp. for many years as road fit- 
ting room expert. In this capacity he 
served in many well-known Eastern 
shoe factories. 
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Two Stars peor Tomorrow 
FROM THE INDUSTRY'S 


FOUR STAR Jossinec HOUSE 





Ration Free 


ALL STYLES 





175 Red 
176 Green 
178 Blue 
179 Purple 
190 Pat. Lea. Imitation 
Women’s Misses’ Child’s 
4to 9 12t03 9%te ll 





B Width Only. 


216 LINCOLN Be 
* STYLE « VALUE « 





Featuring Wear Tested Soles that will 
aoe as Good or Better than Leather 
es. 


$. rs per pair 


Prices Net F.O.B. Boston. 
When sending Orders, quote colors, heels and sizes. 
Packed in 18 and 36 pair lots: Sizes 3/7—4/8—5/9. 


ROGERS BROS. SHOES 





S] 40 per pair 


One of the season’s 
smartest wood-sole 
patterns—No. 1102— 
of multi-colored sole 
uppers. 


BOSTON, MASS. 
QUALITY * SERVICE 














To Study Relaxation 
Of Wartime Regulations 


New York—Development of a pro- 
gram to unwind wartime footwear 
regulations will occupy the Board of 
Directors of the National Association 
of Popular Price Shoe Retailers, Inc., 
when it convenes June 15 at the offices 
of the association in New York City, it 
was made known recently by Edward 
Atkins, executive secretary. 

The association expects to recommend 
to government agencies a plan that will 
accomplish the relaxation of present 
rules with the least possible disturbance 
to the continued supply of low priced 
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footwear. The group will try to pre 
vent so-called “war-model” shoes, which 
represent valuable footwear mileage, 
from. being subject to sharp loss in 
value because of inadequate planning 
for the return to a free shoe economy. 





Heads Children’s Department 


SEATTLE, WASH.—Mrs. Ruth Larson 
is in charge of the children’s depart- 
ment at MacDougall & Southwick’s. 
Mrs. Mabel Foster, who formerly had 
charge of the department, is now at 
the Bon. Marche, in the children’s de- 
partment. 


Post-War Plans 
Studied at Meeting 


BROCKTON, Mass.—A post-war plan- 
ning conference, during which a study 
was made of conversion to peace-time 





ABRAHAM HOROWITZ 


manufacturing, was the feature of a 
recent meeting held by officers of the 
Brockton Cut Sole Corporation. The 
meeting was attended, also, by all mem- 
bers of the sales staff. Officers in at- 
tendance were Abraham W. Horowitz, 
Thomas L. Magistrate and Miss Amy 
E. Lawson. Salesmen are Walter 
Scharstall, South and Southwest; Jo- 
seph Weygand, Mid-West; Fred Atkin- 
son, West and Northwest; Milton Solo- 
mon, New York and Pennsylvania; H. 
M. Young, New England; and George 
Barney, special representative. 

Chief among the topics discussed 
during the conference were how to meet 
conditions in the varied lines now 
made by the company. Plans were 
made, also, covering the addition of 
other items to the present line. 





Murphy Heads Women’s 


Department 


Granp Rapips, MicH.— Clarence 
Murphy, who has been assistant buyer 
of women’s and children’s shoes at 
Wurzburg Dry Goods Co., here, has 
been in charge of this department for 
some time, replacing J. Wellbeloved. 
Mr. Wellbeloved made a trip to Cali- 
fornia at the end of last year. He has 
now returned to Wurzburg’s and is in 
charge of the men’s and boys’ shoes as 
well as the shoes carried in the base- 
ment store. In addition, he assists F. G. 
Schoeck in merchandising all shoe de- 
partments. 
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M. M. Nicely with 


ng Bates Shoe Co. 


lan- Wesster, Mass.—Frances E. Ryan, 
budy sales manager of the Bates Shoe Com- 
time pany, announces the addition to his 


sales staff of Mars M. Nicely. Mr. 
Nicely, who succeeds the late Jack 





pride of America’s great plants in war 
and peace times, have their place . . . 
but they cannot match or replace in- 
born skill and experience of the 
trained artisan in making fine shoes. 
The Edwin Clapp shoes you sell today 
are the product of nearly a century of 
experience of a famous New England 


¢ Asssembly-tine precision and speed, the 





oe 


MARS. M. NICELY 


Santry who died last March, makes his 
headquarters at 748 East Madison 
Circle, Pittsburgh, and services Bates 
accounts in the territory extending 
from Altoona, Pa., to St. Louis. 


The new Bates representative is well 


























family of shoe craftsmen 




















oe known to retailers in this territory and, | 
ws since late in April when he took over | 
° his new job, has been the recipient of 
— letters from many friends in the trade. | ~~ 
_ | WALL STREET 
itz, 
- Correction | * 
r 
Jo- In the May 15th issue of Boor aNnp 
in- SHOE RECORDER appeared a news item 
slo- about a new Conformal store opening 
H. in Detroit, Mich. This item was incor- 
rge rect. The store is not a new one; it 
was moved from another location where | 
sed it operated for approximately four | 
years. In addition, the item may have 
som led to the belief that the store was op- INCORPORATED 
| erated directly by International Shoe * 
eo Company, makers of Conformal Shoes. EAST Ww E Y M O U T H MASS. 
The store is not operated or controlled 
by the factory, and is in no way con- 
nected with this manufacturer. 
| —_ eee = 
Lt. Chase Engaged Dundee-Smith Synchro-Flex To Open Own Business 
ROCHESTER, N. Y.—Mr. and Mrs. H. sos SEATTLE, WasH. —O Anderson, 
ice S. Loud, Dennis, Mass., have announced Bowlers Finish on Top assistant manager of the Bon Marche’s 
a the engagement of their daughter, Miss Passaic, N. J.—The Dundee-Smith shoe department, resigned in order to 
on Phyllis Loud, to Lieutenant David W. gynchro-Fleg Keglers, sponsored by the go into business for himself. His plans 
- Chase, son of Mr. and Mrs. Harry A. nundee Shoe Store, were the power- are still indefinite, although he believes 
ed. nr erty 2 ad Myo » hoa bowlers of the Passaic East Side ‘hat he will go into the a ee 
ali- Deteihers? f verdlh cn Sh ms © Shoe League this season. They finished 10 oe payer Mr. eye a = me 
1as Miss Loud i du te of Y th games in front of the runner-up team, be Gag tg aah commas 
- High School and Bryant College. Liev. *4 turned in the season high team “Ci” (wpgt”) Hanning, who has 
as te = ol Chase aa” sea on in the ‘Series score—2814 pins. The individual , 0° with Nordstrom's, aan ie hes 
c. United States Army for the past three #VeTage of the Dundee rollers who par- hq his own business in Billings, Mon- 
le. years, is taking advanced training in ‘icipated in 100 games or more was bet- tana, for several years, will be the 





automatic weapons at Camp Davis, 
officers training camp. 
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ter than 170—which means plenty of 
200-plus scores. 


assistant manager to Frank Sullivan 
at the Bon Marche. 
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PLAID SHOE LACES 
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PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
Write for Color Card TODAY 

LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 
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SWANKIES, INC. 








Pacific Northwest Shoe Show Sets Record 





Seventeenth Annual Convention Chalks U 


Record in Attendance 


and Volume of Business Done. High Style Rationed Shoes 
Demand 


Most in 


PORTLAND, ORE.—Despite the hard- 
ships of obtaining adequate hotel ac- 
commodations and putting up with war- 
time travel, the 17th annual Pacific 
Northwest Shoe Show held here, set an 
all-time record, both in attendance and 
business done. Approximately 257 re- 
tailers, representing the entire North- 
west, were enthusiastic about being able 
to see and work with the lines of 187 
exhibitors. Many of the retailers came 
from communities not easily accessible 
for the travelers under wartime con- 
ditions. 





George Bitzer, outgoing president of the 

Pacific Northwest Shoe Retailers’ Asso- 

ciation, demonstrates how to fit a pair 

of shoes, while W. B. Brazelfon, trea- 
surer, looks on. 


Business in excess of $600,000 was 
booked for future delivery, with wo- 
men’s high-style rationed shoes most 
in demand. The sandal-type women’s 
shoe seems destined for a big future 
along the Pacific Coast, with more and 
more customers asking for them. 

The show opened on Sunday, May 
28, with travelers registered at the 
Benson and Portland Hotels, with head- 
quarters at the Portland Hotel. Sun- 
day was spent registering, greeting old 
friends and looking over the lines. 
Sunday evening a stag party was held 
at the Winter Garden, with an at- 
tendance of 300. 

The following day the real buying 
started. At noon, the annual business 
luncheon was held at the Benson Hotel 
with an attendance of 200. George 
Bitzer, retiring president of the North- 
west Shoe Retailers’ Association, wel- 
comed the assembled guests and read 
a congratulatory wire from Tom Bag- 
will, president of the Portland Retail- 
ers, who is on a buying trip in the 
East. 

Mayor Earl Riley, of Portland, the 
principal speaker, related incidents of 
his trip to England some months ago, 


when he was selected as the good-will 
Mayor from the United States. He 
eniphasized the almost total lack of 
violations of rationing in England, due 
to the extremely heavy penalties. 

Miss Jane Allen, fashion editor for 
the Oregonion, spoke on the basic ex- 
pectations for milady’s wardrobe for 
Fall as being first, the straight sil- 
houette and second, the peasant type, 
or play clothes. She stressed the im- 
portance of choosing shoes to match 
the top of the costume where most 
changes wil take place, especially the 
neckline. 

The outstanding color for Fall will 
be brown shading into reds and violet; 
russet, green and black are always 
acceptable. 

William Ahern, publisher of the 
Coast Shoe Reporter, spoke on the post- 
war era relating to the shoe industry. 
A heartening speech was made by Mc- 
Dannel Brown, district chief of the 
OPA for Portland, who said there 
seemed to be no rationing of ingenuity 
and artistic ability as regards shoes 
and also the fine co-operation of North- 
west shoe dealers regarding rationing 
and loose coupons. 

New officers elected for the associa- 
tion were president, Norman J. Klas- 
gye, Seattle; vice-president, Joe Kohls, 
Yakima; secretary, H. D. Kachel, Seat- 
tle; and treasurer, Ward B. Brazelton, 
Portland. Elected to the board of 
directors, were: W. H. Harbke, Port- 
land; Harry Powell, Eugene; I. A. 
McDowell, Albany; H. D. Kachel, Seat- 
tle; George Arbuckle, Salem; and Nor- 
man J. Klasgye, Seattle. 

The success of the show was at- 
tributed to the efforts of W. H. Harbke, 
George Bitzer, Ward Brazelton and 
Tom Bagwill. 


Patent Fabric Goes Over 


Boston, Mass.—The Patent Fabric 
Company, organized to make hand- 
japanned patent fabric as a substitute 
for patent leather, reports a decided 
increase in business in the last few 
months. Made in black, Town Brown 
and Lipstick Red, large quantities are 
being delivered to bag manufacturers. 
Patent fabric for shoes is being made 
in black only. Re-orders from both bag 
and shoe manufacturers, the company 
officials say, are holding up well, as 
merchants from coast to coast announce 
their acceptance of the new material. 





Takes Over Territory 


PorTLAND, Ore. — R. G. Allen has 
taken over the Northwest territory for 
the Fortune division of General Shoe 
Corp. This territory was formerly cov- 
ered by Al G. Caplan. Mr. Caplan is 
now residing in California. 
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Cay Fury 
SEEqDE ® 


Shores that handle Playful Shoes know 
that mothers like this relatively young 
line of smart looking, well made plat- 
form styles for girls (sizes 11 to 4). So 
they order and reorder — building more 
and more business around this salable 
footwear; available in rationed and non 
rationed materials. Increasing sales in 
good stores all over the country are 
climbing up—up—up! Write us for more 
details. 


WEBER SHOE COMPANY -+- SAINT LOUIS 4, MO. 








RECORDER REPORTS TO 
THE INDUSTRY 


[CONTINUED FROM PAGE 62] 


Koes’ 


WITHIN the narrowing confines of private enterprise 
which comes under the heading of the shoe business may 
right now be found some of the answers to the question: 
“What is wrong with the world?” 

It would be inaccurate to reply—discouragingly—“every- 
thing.” Because it only seems that way to shoe manufac- 
turers trying to carry on under pressing difficulties of 
shortages in help and materials (and abundance of regula- 
tions) such as the industry never knew before, as well as 
to shoe retailers with a lot more customers than merchan- 
dise with which to supply them during this great emer- 
gency in human affairs. 

Actually, many of the makers of shoes—as well as those 
who fit and sell them—are doing right well by their cus- 
tomers, under the circumstances, and also pretty well by 
themselves, in spite of worries and harassments which are 
logical accompaniments of war. 

Shoe factories here, many of whose present forces have 
lately taken their physical examinations and await calls in 
the draft, continue to produce all that they can with what 
they have. 

They are away behind on orders, of course, and are 
not generally taking new accounts, allowing only quotas of 
former purchases to their old customers, while they have 
surprised even themselves with what they were able to 
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accomplish in the face of past restrictions, they are not so 
hopeful about some of the problems with which they are 
now confronted. 

Military forces will require so much more leather; they 
will lose so much more help; the lack of sole leather in 
anything like required quantities—these and other factors 
call for something more than ingenuity. 

Nevertheless, manufacturers will do the best they can, 
obeying all of the regulations, while trying to get some of 
them changed when they seem to be unnecessary or unjust. 

“The gladdest item in the news? 
Just arrived—a lot of shoes!” 

That is the way one shoe retailer here summarized the 
retail shoe situation. Because whether he is doing well or 
poorly, financially, is wholly dependant upon the arrival 
of shoes for waiting customers. 

The turn toward quality in footwear, which had its in- 
ception with the beginning of shoe rationing here, was 
manifest in a surprising way in the recent sale of un- 
rationed shoes at low cost for children. 

In view of the fact that there is quite a shortage of foot- 
wear for children—and no stamps were required for these 
shoes—some expected that they would be sold quickly dur- 
ing the time set aside for their sale. 

But nothing of the sort happened. Many retailers had 
plenty of them on hand when the sale was over. People 
wanted shoes for their children, and had the money with 
which to pay for them, but were going to be certain about 
the quality of the footwear before turning their youngsters 
loose in them. 

Retailers report that the same tendency is becoming in- 
creasingly apparent in the sale of shoes for adults. They 
want the best, they say, as long as there is a limit on the 
number of pairs they can buy. 
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Men's Leisure Type | 
$] Q5 © TAN ELK Uppers | 


@ FLEXIBLE CON- | 
STRUCTION 


@ COMP. SOLE 
e@ RUBBER HEEL 


@ HAND-SEWED | 
EFFECT 


Size 6-12 D Wiéth | 


ARNOFF-SHOE CO.,INC., 101 Duane St.,N.¥.C 
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SANDALS 








NON-RATIONED 


ROPE SOLE SCUFF 





Fast seller for locker 
use in clabs and 
Service Barracks | 


WATER REPELLENT 






Full Sizes 
Men's 6-11 $ 35 
~~ Navy Blue 

‘omen's 3-9 

Khaki only F.0.B. Chlenge 


For Immediate Delivery 


WILLIAM COHAN 


SHOES 
Midwest Distributor 
Kaomerk and Esquire Shoe Dressings 
19 S. Wells $t.—Chicago 6, Ili. 


To Open Branch Store 


SAN FRANCISCO, CAL.—The City of 
Paris Dry Goods Company, which op- 
erates several shoe departments in its 
San Francisco store, is opening a new 
branch store in San Mateo, down the 
Peninsula. For the last fiscal year, 
ended January 31, 1944, the City of 
Paris did the largest volume of busi- 
ness in its 93 years of existence, with 
gross sales of $9,326,743. All arrear- 
ages on the second preferred stock have 
been cleared up. 
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New Products 


Closet Shoe Racks 


New YorK.—The Lyco Closet Shoe 
Rack offered by Lyons & Co., here, is 
designed to keep shoes neatly in place 








Shoe rack to be used for storing shoes in 
closets when not in use. May also be 
used for displaying shoes or slippers. 


when not in use. Not only are these 
racks used as intended, by consumers, 
but some shoe retailers have been using 
them for displaying slippers and shoes. 
These racks come in two sizes—junior 
and senior. 





To Keep Aviators’ Feet Warm 


BriwGeport, CONN. — The Pioneer 
Products Division of General Electric 
Company has developed for fliers a new 
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Wired insert for aviators’ boots keeps 


their feet warm even in sub-zero tem- 
peratures. 


heated shoe insert of wool felt, wired 
in a snakelike design to disseminate 
heat evenly to all parts of the foot and 
ankle area. The insert fits inside a 
newly designed wool felt boot. 

This combination is used in conjunc- 
tion with the heated suit. Tempera- 
tures as low as 60 degrees below zero, 
Farenheit, are experienced in high alti- 
tude flights; under such conditions it 
is necessary to wear heated clothing 
when it is impractical to have artificial 
heat for the entire area. 
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GARRISON SHOES 
ARMY GARRISON SHOES 


GOODYEAR WELTs 
ARMY-TAN UPPERS 
FULL DOUBLECOM. 
POSITION SOLES 
SOLID LEATHER 
TOPSOLES 


$2.95 












Send for Cotalog 
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BOX TOES 


ESSENTIAL 


Art of Good Shoemaking 


to the 





INSURE THE ART OF Cees SuocmaninG 





York Stores to Close 


On Mondays 


York, Pa.—York Shoe Retailers’ A* 
sociation held a meeting recently at 
which it was decided to close all shoe 
stores Mondays during July and Aw 
gust in order to permit store people # 
work in their victory gardens, thus 
helping to ease the shortage of farm 
labor in York County. Cletus Reine 
berg presided at the meeting. 

The merchants accepted a quota of 
$500,000 for the sale of bonds in the 
Fifth War Loan Drive. The Price Com 
trol Act of 1942 also came in for dit 
cussion. 















Boot and Shoe Recorder 











Luxor Gif 














6 er 


SANDAL CASUALS 
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LADIES’ LEISURE TYPE 
RATION FREE 


1 






@ LEATHER SOLES 






@ ELASTICIZED 
BACK STRAP 


@ LEATHER HEELS 


@ BLUE, RED or 
GREEN 





STYLE 1244 
FULL SIZES 4-9 


ARNOFF SHOE CO.,INC., 101 Duane S#., N.Y.C 
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FOOT EASERS 
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FOOT EASERS || 
| 


Elastic top foot socks for 
bare leg wear, and with other | | 
hose. } 

$1.80 per dozen. 
30 dozen or over 
$1.65 per dozen. 
MAGNOLIA 
HOSIERY CO. 


35 N. Third St. 
Phile. 6, Pa. 






















Whole Soles Forbidden 
In England 


Derroir, Micu.—Whole soles are 
definitely out in shoe repairs in Eng- 
land, it appears from a clipping from 
the London Daily Mail, received here 
through the courtesy of Major Morton 
Hack, formerly of the Hack Shoe Com- 
pany, who is now stationed in Eng- 
land. 

The clipping cited the case of one 
Frank Thomas Brewer, presumably a 
cobbler, located at Brighton, England, 
who was fined £2 (about eight dol- 
lars) “for resoling a pair of shoes with 
a through sole,” going on to explain 
that this meant “one piece from heel 
to toe.” The paper stated that this was 
believed to be the first prosecution of 

“its kind in England under wartime 
regulations, designed to conserve 
leather stock. 
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MASRA Convention Slated 


For Philadelphia 


York, Pa.—The recently elected di- 
rectors and officials of the Middle 
Atlantic Shoe Retailers’ Association 
held their first meeting at the Hotel 
Yorktowne, here, recently. M. L. Lei- 
bowitz, president of the association, 
presided. 

The Hotel Philadelphian, Philadel- 
phia, was selected as the headquarters 
for the 31st annual convention of the 
association to be held January 14 
through 16, 1945. These dates were 
selected as the result of a questionnaire 
sent to all exhibitors at the last show- 
ing. 

A personalized shoe man’s bulletin, 
written exclusively by shoe retailers, 
will be sent to the 1200 retailers in 
the Middle Atlantic area, starting in 
August. The content will consist of 
actual experiences and problems with 
suggested solutions; thus a clearing 
house will be put into operation whereby 
retailers will be urged to swap ideas. The 
message and bulletin for the month of 
August will be prepared by J. H. Geiger 
of Richmond, Va.; John Dunn of 
Hagerstown, Md., will prepare that for 
September, and Ed Reineberg, York, 
Pa., that for October. 

The board decided to urge manufac- 
turers to use the wax and oil treatment 
on sole leather to prolong the wear 
of shoes. It was unanimously ap- 
proved that information be dissem- 
inated through the press relating to 
the shoe industry, thus informing the 
public of changes which may take place 
in shoe manufacturing. 





Discuss Future Lifting 
Of Shoe Industry Controls 


New York — Members of the Post- 
War Planning Committee of National 
Boot and Shoe Manufacturers Associa- 
tion met in New York June 6 and dis- 
cussed a number of proposed recom- 
mendations to be made to the War Pro- 
duction Board regarding the future 
lifting of restrictions and controls un- 
der which the industry is now oper- 
ating. The discussion was to a large 
extent based on results of a recent 
survey made among shoe manufacturers 
to ascertain their views. 

One of the developments expected to 
come about as a result of the discussion 
will be the appointment of another com- 
mittee to study and recommend ways 
and means of improving the quality and 
appearance of rubber soles. 

Members of the Post-War Planning 
Committee present at the meeting were 
George Miller, I. Miller & Sons, chair- 
man; Harry G. Johansen, Johansen 
Bros. Shoe Co.; H. O. Toor, H. Jacobs 
& Sons; L. V. Hershey, Hagerstown 
Shoe and Legging Co.; H. O. Rondeau, 
H. O. Rondeau Shoe Co.; Charles H. 
Jones, Jr., Commonwealth Shoe and 
Leather Co.; M. L. Friedman, A. S. 
Beck Shoe Co.; Harold C. Keith, George 
E. Keith Co.; Leo Goodkind, Lucille 
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Footwear; Albert H. Bogutz, Newton 
Elkin Shoe Co.; William W. Stephen 
son, executive vice-president of the at 
sociation, and Harold R. Quimby, asse 
ciation secretary. 

A meeting of advertising managen 
and executives representing shoe manv 
facturers was held June 9 in New York 
for the purpose of discussing post-war 
marketing conditions and public rela 
tions. 
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Remodel Shoe Department 


SEATTLE, WASH.—Bests’ shoe depart 
ment has been completely remodeled 
with the result that it gives the im 














pression of being as “high-fashioned” To | 
as its shoes. urging 
The walls are white with red ro ade p 
and touches of gray; behind the wal‘ Fat 
displays are touches of green with th Andre; 
roses. The new chairs are white with Ameri 
roses patterned on the back. of the 
Below 
side, a 
: bootie. 
Closing New York Office Father 
. will be 
Temporarily The 
New YorkK—Hans Springer, Nevis to f 
York representatives for Cobblers, Inc.§ the dis 
of Los Angeles, Calif., and Mrs Springé§ charac 
are leaving shortly for a visit to th will be 
West Coast. During their absenc§ appror 
June 20th to September 15th, theif The 
office in the Marbridge Building, hei 
will be closed temporarily. June 1! 
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»s Cooperate in 
ather’s Day Promotion 


PHILADELPHIA, Pa.—More than 500 
men’s wear and department 
throughout the country will co- 
or The Saturday Evening Post's 
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While we are largely on WAR WORK at Lima, making Soles 
& heels for the boys in uniform we are still making civilian 
requirements but not in sufficiently large quantities to cover 
the demands, and we hope, with this in mind you will be 
lenient with your suppliers as they have been with us until 


the time comes when we can give your sources all of the 





cover of the Saturday Evening Post 


June 17th carries this painting of a 

Father examining a pair of booties 

he received in a package from 
home. It tells its own story. 


Father’s Day promotion which 
ys tribute to the “G. I. Father.” The 
motion is limited exclusively in each 

tity to one men’s wear store or depart- 

mt store with an outstanding men’s 
apparel department. 

The theme of the promotion, “Let’s 
lewton-gbring Them Together . . . Soon!” is 
tephen-§iuilt around the June 17th Post cover 
the as§by Artist Howard Scott. The cover 
y, assepshows a battle-grimed soldier holding 

u, with pride and delight, from his 
inagenfpackage from home, a baby’s blue 
-manv-§botie. 

w Yorks The theme and a large full color 
»st-warfblow-up of Mr. Scott’s painting will be 
c relafthe main feature and centerpiece of 
the participating store’s Father’s Day 
window display. In keeping with the 
theme, the background of the window 
will feature three panels of pastel 
sketches of babies in various poses 
odeled playing with military caps and other 
he i apparel items used in the Services. 
ioned’ To stress the Fifth War Loan by 
urging the purchase of War Bonds, one 
side panel of the window will feature 
a Father’s Day message, a poem by 
Audrey Wurdemann, the distinguished 
American woman of letters and winner 
of the 1985 Pulitzer Poetry Award. 
Below the message will appear, side by 
side, a regulation army shoe and a blue 
bootie. The other side panel will carry 
Father’s Day information, below which 
will be a navy shoe and a pink bootie. 
The primary purpose of the window 
is to further the war effort by keeping 
’ the display entirely non-commercial in 
ri character. Merchandise, if shown, 
to th will be confined only to items which are 
sent appropriate as gifts to servicemen. 
th The store’s interior display will con- 
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Raw-Cord Soles & Heels they require. 
Rest assured that we anxiously await the time when we 
can make prompt shipments as we did for many years, and 
that we are doing everything possible to speed that day. 
In the meantime let's all do the very best we possibly can 
to help the other fellow in every possible manner . . 


buy more War Bonds. 





. and 





THE LIMA 
LIMA * 


FOUNDED BY J E 


GROSJEAN 


CORD SOLE & HEEL COMPANY 


¥* OHIO 


In 1920 








sist of a full-size blow-up and small- 
size posters of the Post’s Father’s Day 
cover. 


Store Enlarges Repair 


Department 


ALBANY, N. Y.—The importance of 
keeping shoes in good repair in these 
emergency times is aptly illustrated by 
the announcement that Whitney’s de- 
partment store, here, repaired 50,114 
pairs of shoes in 1943. The unprece- 
dented growth of last year’s repair 
business compelled the store to remodel 
and enlarge this department, and in- 


stall the most modern machinery ob- 
tainmable, where skilled craftsmen who 
have spent lifetimes at their trade re- 
build thousands of walking miles into 
customer’s shoes annually. The shoe 
repair department, situated in the base- 
ment store, is now one of the most 
modern and up-to-date in the country. 
Its counters reach across the full width 
of the store. 


Joins Nordstrom’s 


SEATTLE, WaSH.—James Lisk, for- 
merly of the J. W. Robinson Company, 
Los Angeles, Calif., has joined the shoe 
selling staff of Nordstrom’s. 
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CHILDREN'S SHOES 








The C. A. Haines 





Peoria St. 
Our Distributors 
8S. Freiburger & Bre. Ce., 


American Shee . 
251 W. Jefferson St., 119-121 E. Columbia 8&t., 
it Fort Wayne, Indiana 


Jayson Shoe Co. . . . Los Angeles, Cal. 


Chicago 





MEN'S SHOES 










MOCCASINS 





PLUMP BROWN UPPERS $4 rl 
STURDY LACES = aa 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


STYLE 6147 
Men's Sixes 6-12 $1.35 
Boys’ Sizes 3-6 1.30 


WRITE FOR NEW FOLDER 
MOCCASINS AND SLIPPERS 





ARNOFF SHOE CO. .INC 








Shoe Man’s Sons 


Both in Service 


PHILADELPHIA, Pa.—F rank Sbicca of 
Sbicca, Inc., who is now in California, 
received a letter recently from his son, 





ARTHUR SBICCA 


Arthur, who is now in the South Pacific 
with our naval forces. The letter de- 
scribes ‘conditions under which our 
forces are living in that area, and 
reads in part: 

“Have moved our tent to a more 
favorable location and get a cool breeze 
whipping through all day and night. 
I really do have a nice set-up and do 


PETER SBICCA 


not dislike this place whatsoever. Food 
is good, entertainment good, and work 
pretty easy.... 

“Forgot to mention it but our outdoor 
showers are only fifty feet from our 
tent and the ‘Coffee Shoppe’ (open 
from 4 p. m. to 11 p.m. to all hands) 
is only forty feet away. You see every- 
thing is quite handy. 

“Have been running around dressed 
only in a pair of shorts, shoes (with 
socks, of course) and sun helmet and 
sun glasses. Am brown as a berry and 
am sure you Californians would envy 
my tan. Sorry that I can’t send you a 
snapshot but will try to preserve this 









coat until I return home, which T }, 
is soon. 

“Just saw a newspaper clipping whe 
the Ist and 2nd Navy C. B., 1500 str, 
have returned to the United St 
after twenty-three months in the Ey} 
and New Hebrides Islands. Perhg 
we who have been out here for 
twenty-seven months will soon be 
ognized too.” 

Both of Mr. Sbicca’s sons, Art 
and Peter are well known in the g 
industry. Peter is also in service. Sing 
this letter was written, Arthur 
promoted to Chief Petty Officer for }j 
service in the Marshall Islands. 


















Windows Show Shoes 
Of 135 Years Ago 


PHILADELPHIA, Pa.— Robert Che 
& Sons, established 135 years ago, « 
served its anniversary recently by in. 
stalling a number of interesting disp 
windows. Hats, shoes and dre; 
dating back to the early part of th 
last century, were shown, tracing th 
trends in styles and emphasizing th 
changes over the span of years. Show 
for men and women of foreign ani pROM 
domestic manufacture were on display, 
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A cobbler’s bench and a set of top * © 4 

dating back to 1844 were shown. Th 

tools were used by a group of worker 

associated with the store and have rm 

mained in its possession. E 
The store was founded in 1809 — 24s! 


Robert Thomas in Germantown whid 
at that time was an outlying settlement 
which had not yet joined with Phils 
delphia. It was a stopping-off plac 
for travelers going into or out of th 
city by stagecoach. Boots and show 
were made for customers at the sho 
after measurements had been taken ani 
lasts made. In 1816 Mr. Thomas diedBfgured 
and his wife, Elizabeth, took over thBwith hig 
business. In 1825 David Thomasifie bly 
daughter, Jane, married David Bowd opular 
man, and the first owner’s widoW§ 4: 
formed a partnership with him. Thi, b 
was dissolved in 1835 and the busines ga 
continued under the name of Bowmay'*™ 4 


In 1856, Robert Cherry, an appre or m 
tice in the shop, married Esther Bowe 
man, daughter of the owner. In 186l 
he bought a half-interest in the busines 
and in 1864 Mr. Bowman retired. Th 
store was renamed Robert Cherry & 
Sons in 1888 when Robert Cherry 
his two sons, David William and Rob 
Cherry, Jr., formed a partnership. 
latter withdrew in 1899, and the stor 
was operated by David William Cherry 
until his death in 1935. 
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Plant to Close for Vacation 
Wesster, Mass.— The Bates She 


Company, in pursuance of its policy ¢ blue 
giving all its employes a vacation, ar Chan. 
nounces that all departments of the fat 4 ou 


tory will close June 30 and will no 
re-open until July 10. Employes wi 
receive their pay for that period. 
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SPITE PRIORITIES, MANPOWER 
Ch D MATERIAL SHORTAGES, 
ago, MVE ARE ABLE TO OFFER 


Ps nf COMPLETE LINE OF UNUSUAL 

— Pe: TISING NOVELTIES AND 

ing thf SOUVENIRS FOR BOYS AND 
GIRLS. 
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is diedBigured patterns. Clogs of crash linen 
yer ith highly polished wooden soles in 
omas*ived, blue, or brown with natural are 
| Bow opular at Levy’s. Sakowitz promotes 
Wit gcushioned platform-soled scuffs in cot- 
ssindll gabardine. Among rationed play 
wmangenees, at Sak’s Shoe Store, it’s spec- 
ator wedges in two-color combina- 





Poe ftinns, priced at $4.95. 
n 186i— Windows this month are, as a 


ole, extremely colorful with Sum- 
er flowers and decorative ideas. A 


1Sin 


rry &ipendant flower basket of stock and 
ry flowers against a green back- 
Robetiferound, the basket handle candy- 


>. 
» sto 
She: 


riped with a huge red bow, is the 
ering at Burt’s Shoe Store, 607 
in St. A Victorian motif is seen 
Baker’s Shoe Store with large fans 
i starched blue lace and white 
licks, so red the rose (and ribbon) 


~ ith white leaves on the handle, the 
a arranged against a background 
ie blue satin ribbon stripes on white. 
of Chandler’s Boot Shop offers pink 
1 note white hollyhocks and vines along 
5 e blue fences with spreading 


er baskets of pale blue and pale 
» holding white blooms, at inter- 
amid the shoes. Red and yellow 
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FOOT EXERCISER 


‘widens your opportunity for 
service; gives you an addi- 
tional sales item. 


Both profitable to you and to 
your customers. 


| ROLLA 





ROLLA — Pot. App. for. 


A non-rationed accessory 
Easy to Sell! 


Retails at $2.00 


Sturdy, attractively finished. The 
5 rollers act with the efficiency of 
an expert masseur’s hands. 


Orders for 36 or more; your store 
name printed on the hospital di- 
rections for your customer's 
cient use. 

$12.00 per doz. F.0.B. Marietta, Net 


FOOT CHOICE SHOES, Inc. 
MARIETTA, OHIO 























; Reni of a Retail Trade 


[CONTINUED FROM PAGE 58] 


poppies in rose pots against a yellow, 
diamond-shaped trellis bedeck the 
windows at Allen’s. Reds and greens 
and whites are predominant here in 
footgear, bags, and gloves. 

The Fashion tied in their window 
dressing with topical interest in Cot- 
ton Week. A long strip of simulated 
wood crossed diagonally top left to 
lower right, with the lettering, “You 
can pin it down to this ” and a 
pin with an outsize red head caught 
the placard to a wide swathe, full- 
length, of overlapped shingles. On 
either side were bunches of dried 
grasses and, on the flocr, amid scat- 
tered cedar shavings, a half-hidden 
package of pine essence. Natural 
color straw baskets, pendant, held 
brown-and-white shoes and daisies. 
“Tt’s only natural to choose your 
shoes at The Fashion” was lettered 
on a small, white card. Fastened to 
the top of the shingle strip was a 
pair of green fabric shoes; in the 
middle a pair of rust calf; at the 
bottom a pair of red fabric. In the 
foreground were placed a pair of 
crushed linen and brown kid combi- 


nation, and a pair of lizard shoes. 
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“BACK-ro-SCHOOL 
in SHOES that FIT” 
is Good Shoemanship 


—and now is the time to 
plan Fall Shoemanship that 
will produce increased 
school-shoe business for 
your store or department. 


This Fall, emphasis on FIT 
is the keynote to back-to- 
school promotions. If you 
take pride in your ability to 
fit shoes with scientific ac- 
curacy —let your customers 
know about it . . particularly 
parents of school children. 


If you have an X-Ray Shoe 
Fitter, plan now to use it 
in promoting your fitting 
service this Fall. If.it needs 
reconditioning or attention, 
have it taken care of in time. 


If you're planning on hav- 
ing a new X-Ray Shoe 
Fitter within the next few 
months — act promptly. 





At least 3 Months 
for Delivery... 


Continued shortages of 
parts, materials and labor, 

us a substantial back- 
og of orders, make it 
impossible to fill orders 
for new X-Ray Shoe Fit- 
ters in less than 90 days. 
That means, order now 
to avoid disappointment. 


X-RAY 





SHOE FITTER %uc. 





3533 NORTH PALMER STREET 
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BOWLING SHOES 


6 


40 ING 


BOWLING SHOES 
STYLE #723 


and OXFORDS 
ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C 





270 SPYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. NO-MARK soles 
Right foot rubber selx 
Left foot leather sole 
SEND FOR 
CATALOG 
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INNERSOLES 
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POROUS: FLEXIBLE: DURABLE 


Newflee Figshiie 
INNERSOLES » COUNTERS - WELTING 


AR KIEFER TANNIN RAND RAPIDS, MICHIGAN 
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CAVALIER 
BOOT CREME 


BOOT CREME 





PRESERVES 
y OILS 
BRILLIANT SHINE 


Favored by the Armed Forces 
Sold by the Shoe Trade 


CAVALIER COMPANY 


BALTIMORE, MARYLAND 














Record Attendance at Michigan Shoe Fai 





Buying Heaviest on Scarce Items Such as Children’s Shoes—M 
Out-of-State Merchants in Attendance 


GRAND Rapips, Micu.—A Shoe Fair 
which included 65 of America’s out- 
standing shoe manufacturers’ and 
wholesalers’ lines was sponsored by the 
Michigan Shoe Travelers’ Club at the 
Pantlind Hotel, here, recently. 

A record attendance of several hun- 
dred out-state merchants with heavy 
buying on especially scarce lines, 
chalked up this Fair as a huge success. 
S. S. Weiss, president of the Michigan 
Shoe Travelers’ Club, remarked that 
this showing had been one of the best 
ever held, and because of the excellent 
turn-out and sales, it has been decided 
to hold two shows here each year. The 
next is scheduled for December, the 
date to be announced later. 

On Monday, the second day of the 
Fair, a merchants’ luncheon was held 
with T. J. Burdt, Regional Rationing 
Officer, Office of Price Administration, 
as guest speaker. Mr. Burdt pointed 
out that the regulations today are 
working to a better advantage because 
of the coordination brought about by 
OPA acting between shoe salesmen and 
shoe dealer and manufacturer. The 
meeting brought forth many problems 
which were discussed and clarified by 
Mr. Burdt in his discussion. 


Aiming to help all who attended ¢ 
Fair, the OPA district shoe ration 
specialist, Herman Schmitt, remai 
at the Pantlind for consultatj 
throughout the Fair. Comparing 
exhibit with the one held a year ago, 
remarked, “There is an entirely bet 
spirit among those who come to us 


} 


help. People now have a better unde 
standing of rationing, and they are y 


cepting it in a more cooperative n 

ner. Probably one of the bigpe 
headaches still with us is the lg 
stamp, which some merehants still 
tinue to accept. OPA wants to help { 
industry in every way possible, and 

feel that we have done much and 

want to continue to do so.” 

Fall and some Summer play 
were in evidence at the show with eo 
flashing out from nearly every displ 
Heaviest buying centered around ¢i 
dren’s shoes and slippers. 

George H. Lawson, representative 
the, Phyllis Shoe Co., Lowell, Mass., 
chairman of the committee for { 
Michigan Shoe Travelers’ -Club sp 
soring the Fair and he was assisted 
Carl E. Verburg from Grand Rapii 
representative for the Leverenz § 
Co., Sheboygan, Wis. 





Personnel Changes at 
Thompson, Boland & Lee 


ATLANTA, GA. — Chester Newsome, 
manager of Thompson, Boland & Lee, 
Inc., who recently entered the Navy, 
spent a week in Atlanta on furlough 
at the end of his boot training. He 
is stationed at Camp Lee, Fla. Mr. 
Newsome’s job is being held for him 
until he can return permanently. How- 
ever, Thompson, Boland & Lee has a 
new manager of the men’s department 
—Walter Davis, who was with Byck’s 
for 35 years, and more recently with 
the Florsheim Shoe Shop. 


Takes Over Scholl Shop 


SEATTLE, WasH.—M. W. Wolf, who 
is managing the Dr. Scholl Foot Com- 
fort Shop at 316 Stewart Street, while 
Bennie Kurtzberg, co-owner, is in the 
serice, became part-owner recently. 

Mr. Wolf previously was Western 
district representative of the Scholl 
shops, and has had years of experience 
in addition to extensive training un- 
der Dr. Scholl. 

The increase in business for the 
past two months, which, according to 
Mr. Wolf, is estimated at about forty 
per cent, he attributes to his different 
types of»service and also to emphasis 
on. windéw decorations. He feels that 
the “demonstration angle” is important 
in the part it has played in swelling 
the volume of business. 





Mr. Wolf keeps a complete hist 
of each customer, the type of pu 
made, whether or not an adjustma 
was made, the type of adiustm 
dates, and by whom referred. 





Honored on 86th Birthday 


FARMINGTON, N. H.—Ernest 
Peavey, who has one of the lon 
shoemaking records in the Unit 
States, was honored by friends a 
dinner here in observance of his 8 
birthday. 


At the time of his retirement at 
age of 83, he had worked as a 
cutter in factories in this section! 
more than 65 years. 





Shaw Heads State 
Planning Commission 


Concorp, N. H.—Winfield Shaw 
New Boston, for many years Wi 
president and general manager of 
International Shoe Co. and at one ti 
consultant to the Endicott-Job 
Shoe Co., has been appointed by & 
Robert O. Blood and the Execul 
Council as chairman of the State Pi 
ning and Development Commission. 

Mr. Shaw, a graduate of H 
University, class-of 1901, was form 
treasurer of the Republican State 
mittee. 
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Size 
1%” x 214” 
109 Different 


95 





B—Blue border 
with yellew stars 
— white beard — 
price in black. 
6 Doz. — $1.25 
12 Doz. — $2.25 


Canada: $4.44 





Patriotic Price Tags 


Add Color and Eye Appeal to Your 
WINDOW TRIMS 


Great little time savers! 


Prices in Stock 


CANADA 12 dos. — $2.55 


With Store Name Imprinted: 
144 Tickets — $3.85 


Any selection of prices desired 
M. O. or Check with Order Please; 
If C.O.D. Preferred, Add 24c 
If Special Delivery, Add 15c 


DISPLAY CARDS: 75c Each; 3 for $1.85 
List of texts to select from will be sent on request. 
Detailed Information on Monthly Service at Your Request. 


BOOT AND SHOE RECORDER 





blue berder on 
white beard— 
price in black. 


6 Doz. — $1.40 





8 LNAWLYWdadqd ADIAHAS SLNWHOUANW 


SOUTH STATE STREET 


@ CHICAGO 4, ILLINOIS 








47 West 34th Street 


MARBRIDGE BUILDING 


1328 Broadway 
New York 











White Shoes Lead Sales 
In Atlanta 
[CONTINUED FROM PAGE 69] 


great number of the white shoes that, 
due to government regulations, are not 
available now. Florsheim has them 
displayed in a variety of styles. Rich’s 
has a few two-tones but expects to be 
completely sold out very shortly. 
Accessories displayed with shoes in- 
cluded bows and rosettes of all kinds, 
buckles outlined in sequins, long stick 
pins of various shapes, with several 
store; featuring a heart shaped pin in 
red, white and blue sequin trim. Near- 
ly all stores carry a line of polishes 
and shoe cleaners and report that sales 
are large. Sales of bags shown to 
complement or contrast with shoes are 
also heavy, with white bags and plas- 


Myron Wagner, the present owner. took 
over the business. 

Two employees of the store have been 
associated with it for long periods of 
time. J. F. Wittmer has been employed 
there for 44 years, and his son, J. H. 
Wittmer for 19 years. 





Buy Fisher Store 


Tacoma, WasH. — Involving more 
than a million dollars, a deal was re- 
cently completed by which Fisher’s 
Department Store, one of the leading 
shoe outlets on Puget Sound, passed 
to the control of C. C. Anderson Co. of 
Boise, Idaho. The store was bought in 





tics in both white and colors the best | 


sellers. 


Observes 90th Anniversary 


PITTSBURGH, Pa. — Myron Wagner | 


Shoe Company is celebrating its 90th 
year in business in Sharpsburg. Four 


generations of the Wagner family have | 


been associated with the store in that 
period. The business was founded by 
Peter Wagner. When he died it was 
organized into Wagner Bros., conduct- 
ed by John and Sylvester Wagner. In 
1914 it was incorporated and in 1938 
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PUT 


WILLIAM ISELIN & Co.. INC. 


FOUNDED 1808 


real source of profits. 


Inquiries invited 


357 Fourth Avenue 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
LYNCHBURG, VA. GRAND BRAPIDS, MICH. 


an expansion program of the Anderson 
ccmpany, which now operates 25 de- 
partment stores in the West. This com- 
pany is a subsidiary of Allied Stores 
Co. which operates a string of depart- 
ment stores throughout the nation. 

Under the new arrangements C. F. 
Hufford, vice-president of the Fisher 
Co., becomes merchandise manager of 
the new set-up in Tacoma, Charles L. 
Hufford, who has been for forty years 
a leader in department store circles in 
Tacoma, now retires from the merchan- 
dising field. He will continue to oper- 
ate the Fisher Co., owners of the store 
building, which is being leased to the 
Anderson company. 


] actors... 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 


LOS ANGELES, CALIF. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town “'C"' Weil 


M. K. WEIL SHOE CO. 
| 1326 WASHINGTON AVE. 
ST. LOUIS 3, MO. 


Womens Shoes From 


Americas Top Sources 
BARIS SHOE CO., INC. 


79 Reade St., New York 7, N. Y. 
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SANDALS 


er te ree 


UNRATIONED 
SNAPPY SIMULATED 
LEATHER UPPERS 
STURDY PLASTIC SOLES 


$4 -75 


THREE STYLES 
STYLE 6028— IN STOCK 
BOYS’ SIZES 3-4 FOR AT ONCE DELIVERY 


SAMPLE PAIR UPON REQUEST 





ie ed 





STYLE 602— 
MEN'S SIZES 6-1! 


ARNOFF SHOE CO., INC 





, 101 Duane St.,N.Y.C 





John Muffley 


Detroir, Mico.—John Muffley, vet- 
eran Michigan shoe merchant, died re- 
cently at Kalamazoo, Mich., after a six- 
month illness. He operated a shoe store 
in Kalamazoo for about fifty years, 
after starting in the business in Grand 
Rapids, and at one time also operated 
stores in Niles and Three Rivers, Mich. 
Mr. Muffley, who was ninety years old, 
was the organizer and was four times 
president of the Three-Quarter Century 
Club at Kalamazoo. 
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Obituaries 





Michael Cohen 


‘Boston, Mass.—Michael Cohen, for 
the last 12 years in charge of sales of 
lining stock and crushed leather for the 
Specialty Division of the Allied Kid 
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MICHAEL COHEN 


Company, died recently at his home in 
Swampscott, Mass. He was in his 
53d year. 

Mr. Cohen was born in Boston, at- 
tended the grade schools in this city 
and subsequently was graduated from 
the Boston English High School. His 
first job, taken soon after his gradua- 
tion, was as bundle boy for the Fred 
Rueping Leather Company, with which 
company he remained for ten years, 
steadily winning promotions, first to 
bookkeeper, and then to the sales de- 
partment. 

In 1922, he started in business for 
himself, organizing the Bell Leather 
Company with headquarters at Pea- 
body, Mass., and specializing in the re- 
finishing and tanning of India goat- 
skins. Later he was joined in this 
venture by Saul Cohen. Seven years 
later, in 1929, the Bell Leather Com- 
pany changed its name to the Allied 
Specialty Leather Company, which was 
merged with the Allied Kid Company. 
At that time, Mr. Cohen was placed in 
full charge of sales of lining stock for 
the Specialty Division, a position in 
which he consistently demonstrated his 
ability and industry. When crushed 
leather was added to the line, sales of 
the new product were also placed in 
his charge. 

Mr. Cohen is survived by his widow 
and by two children, a daughter, 
Marcia, and a son, David. 


Clifford A. Ramsey 


Los ANGELES, CALIF.—Clifford A. 
Ramsey, 56, partner in Children’s Boot- 
ery in the Westwood Village section, 





died after a year’s illness with a heart 
condition. He was born in Fredericks- 
burg, Ohio, and came to Los Angeles in 
1921, saw considerable service in 
France during World War I and was a 
32nd degree Mason. Fifteen years ago, 
with his brother-in-law, Jack Schulz, he 
started the Children’s Bootery as the 
original shoe store in the Westwood 
Village. The business will be continued 
under the direction of Mr. Schulz. A 
widower, Mr. Ramsey is survived by 
two sisters and two brothers. 





Max Krohngold 


CLEVELAND, O.—Max Krohngold, who 
founded the Krohngold Shoe Company 
here in 1891, died in Miami, Fla., re- 
cently. Mr. Krohngold was 80 years 
old. 


The firm celebrated its fiftieth anni- 
versary three years ago. Mr. Krohn- 
gold was chairman of the board of the 
company which is being carried on by 
his two sons, Bertram J. and Walter L. 
Krohngold. 





Mrs. Hilda Nordstrom 


SEATTLE, WasH.—Mrs. Hilda Nord- 
strom, wife of John Nordstrom, founder 
of Nordstrom’s shoe stores, died here 
recently. She is survived by her hus- 
band, John W., a daughter, Mrs. Law- 
rence K. Smith, and three sons: Lt. 
(j.g.) Lloyd Nordstrom, U.S.N., Everett 
W. and Elmer J., both of Seattle. 





Gustave F. Nepper 


CINCINNATI, On10—Gustave F. Nep- 
per, 84, president of the former Ohio 
Tanning Company and well-known in 
leather circles, died recently in Christ 
Hospital, Cincinnati, after a seven 
weeks’ illness. 

After discontinuance of the tanning 
company 25 years ago he became asso- 
ciated with the purchasing department 
of the City of Cincinnati. He leaves his 
widow, Mrs. Matilda E. Nepper, and two 
sisters, Miss Clare Nepper and Mrs. 
William Henke. 


—_—— 


Ross C. Beem 


SPENCER, IND.—Ross C. Beem, pro- 
prietor of a retail shoe store here for 
many years, died recently at his home 
after a long illness. He was 71. He 
is survived by his widow, three children 
and five grandchildren. Burial was in 
a local cemetery. 


To Make Simulated Leathers 


SOMERSWORTH, N. H.—The Collea 
Corp. in this city, of which former 
Mayor Harry H. Meader of Rochester 
is president, has started production of 
simulated leathers for use in the shoe, 
luggage and novelty trades under au- 
thority of the War Production Board. 
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As We Go to Press—LATE NEWS 


Order Suspends Rationing on Odd Lot Shoes 





Limited Quantities May Be Sold to Consumers at Specified Price 
Reductions from July 10 through July 29. 


WASHINGTON.—Limited quantities of 
“odd lot” shoes may be sold to consumers 
ration-free at specified price reductions 
during the three-week period of July 
10 through July 29, the Office of Price 
Administration announced June 12. 


Men’s and women’s shoes of all sizes, 
and youths’ and boys’ shoes of sizes 1 
to 6 (shoes worn by boys beginning at 
about seven years of age), are included 
in the release. Children’s, and misses’ 
and little boys’ shoes are not affected 
by this action, since those shoes were 
temporarily ration-free during the first 
three weeks of May. 

In preparation for the retail sales 
starting July 10, members of the shoe 
trade will be given a month—June 15 
through July 15—to transfer fixed per- 
centages of their odd lot shoes to other 
dealers. The trade transfers may be 
made by all dealers—manufacturers, 
wholesalers, and retailers. 

OPA said that this action—similar 
to one taken last July—will help deal- 
ers dispose of the normal accumulation 
of broken sizes and other odds and ends 
which are usually sold at reduced prices 
but which, under rationing, need to be 
declared stamp-free if stocks are to be 
cleared. 

It is estimated that possibly seven 
million pairs of shoes—or less than 1.5 
per cent of this year’s estimated total 
supply of shoes—will be made avail- 
able to consumers ration-free under the 
new provision. In order to confine the 
clearance to shoes that are actually un- 
salable for ration currency all dealers 
are limited to fixed percentages of their 
September 30, 1943, inventories, and 
they must take specified price reduc- 
tions. 

Details of the release as it affects 
dealers’ stocks are as follows: 

1. Beginning June 15 and continuing 
through July 15, any establishment may 
transfer ration-free to any other es- 
tablishment the following percentages 
of the numbers of pairs of shoes of 
these classifications which it had in 
stock on September 30, 1943, as re- 
ported on OPA Form R-1701A: 

Class I—Men’s dress and work 


OS eee ae 3% 
Class II — Youths’ and boys’ 

shoes (sizes 1 to 6) ....... 3% 
Class I1I—Women’s shoes .... 5% 


The sale price for shoes transferred 
ration-free between dealers may not 
exceed a price 25 per cent below the 
lowest price at which the shoes were 


June 15, 1944 


offered on June 1, 1944, to persons other 
than consumers. 

2. Beginning July 10 and continuing 
through July 29, retailers—any dealers 
who sell principally to consumers—may 
sell to consumers ration-free the above 
percentages and classifications of shoes 
reported in their stocks on OPA Form 
R-1701A as of September 30, 1943. If 
the retailer also takes advantage of the 
provision which allows him to sell odd 
lot shoes to other dealers, he must de- 
duct from each class the number of 
pairs sold to dealers ration-free when 
he computes how many pairs of his own 
stock he may sell ration-free to con- 
sumers. However, there is no restric- 
tion on the number of odd lot pairs 
he can sell from stocks acquired ration- 
tree from his suppliers. 

Prices that may be charged con- 
sumers are to be figured as follows: 
(1) The sale price for odd lot shoes 
which the dealer bought from another 
establishment ration-free may not be 
more than 25 per cent above the price 
he paid; the “price he paid” may in- 
clude a charge for freight or postage 
if it was not included in the invoice 
price. (2) The sale price of shoes from 
the dealer’s own stock must be at least 
25 per cent below his regular retail 
price for the shoes on June 1, 1944, 

3. The released shoes are not to be 
specially marked when sold by one 
dealer to another. However, after be- 
ing sold at retail and before the shoes 
leave the store, one shoe of each pair 
is to be marked with the words “Odd 
Lot” and the date of the sale. The 
dealer is to write or stamp this mark- 
ing in ink or indelible pencil. 

4. A dealer who advertises ration- 
free sales of these shoes to consumers 
must refer to them in any notice or ad- 
vertisement as “OPA Odd Lot Release, 
Ration-free July 10, 1944, through 
July 29, 1944.” 

5. All dealers are to attach to their 
OPA inventory form a record showing 
the number of pairs of shoes they sell 
ration-free under this provision, as well 
as the number of pairs they buy ration- 
free from other dealers. 

6. No grants of ration currency will 
be issued to replace these odd lot stocks 
sold ration-free. 

7. The shoes may not be shipped ra- 
tion-free within the trade after July 15, 
and similarly, odd lot shoes still held by 
retailers after July 29 will return to 
the rationed list. . 


Shoe Rationing to Continue, 
Two Agencies Announce 


Shoe rationing will continue in this 
country until there is a marked im- 
provement in the supply situation, the 
Leather and Shoe Division, and Civilian 
Requirements of the War Production 
Board, and the Office of Price Adminis- 
tration said in a joint statement June 2. 

There is no indication that any such 
increased supply of shoes will be avail- 
able tor civilians during the remaining 
months of this year at least, the agen- 
cles reported. 

The statement was made in response 
to reports that shoes would be lifted 
from rationing on September 1. 

Latest inventory figures supplied by 
OPA indicate inventories declined more 
than 53 million pairs in 1943. 

Based on OCR’s latest estimates of 
1944 production a further decline of up 
to 25 million pairs is indicated for this 
year, drawing the total supply of shoes 
in the nation’s stores at the end of 
1944 to the lowest point in years. 

The following table gives the indi- 
cated 1944 supply and demand picture 
for shoes: 











Millions 
Supply of Pairs 
Beginning Inventory, Jan. 1, 
Sk titan tan tee nee idalen wee 200.8 
Production (OCR) .......... 300.0 
Detek Gay sis west eV. s 500.8 
Demand 
Sales from trade to ex- 
empt agencies, ex- 
ports, and _ releases 
from rationing ...... 57.0 
Sales to consumers, em- 
ployers, institutions... 268.0 
325.0 
Ending Inventory, Dec. 31 
EE had o6rd vie vas Onde ks 175.8 


The two agencies were not prepared 
to predict when supplies might reach 
a point at which rationing could be 
suspended. 





Paper Packs a War Punch. 
Don't Waste It! 





Display White Prominently 

Sr. PauL, MInnN.—White shoes were 
given prominence in the shoe section 
of Schuneman, Inc., in an extensive dis- 
play. Counter cases which outline the 
section and run along a heavy traffic 
lane were filled with examples of white 
footwear. 

Many of the shoes were placed on 
model feet at various levels in the cases. 
Bright ornamental buckles in color were 
shown in one case with the white shoes. 
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EMIL SCHRAM, President, 
New York Stock Exchange 


Emil Schram, born in 1893 in 
, after graduating 
from high school became man- 
ager and later owner of tongs 
farming interests. In 1933 
he entered the Reconstruction 
Finance Corporation, and in 
1938 was elected Chairman of 
the Board. At the same time 
he served on the boards of 
several other Washington Ad- 
ministrative Authorities. In 
1941, Mr. Schram was selected 
as and now is President of the 
New York Stock Exchange. 


Any sound post-war do- 
mestic program must 
contemplate: 

(1) The production of 
goods and services at a level 
sufficiently high to occupy 
all who wish to work and are able to do so. 

(2) A national income adequate to purchase such 
products and to service and amortize our national debt. 

Responsibility for the attainment of these ob- 
jectives rests upon government, management, 
labor, capital and agriculture, but it is the re- 
sponsibility, first, of govern- 
ment, representing all the peo- 
ple, to formulate the policies 
under which our national econ- 
omy can function best. 

I am going to suggest certain 
measures which I consider es- 
sential to an orderly conversion 
from war to a sound, pros- 
perous peace economy. 

1. First and foremost, we should 
accept as a guiding principle the fact that ours is still 
an expanding, a dynamic economy, not a static and 
mature one. 

2. In the post-war period our government should 
nourish the profit motive, not merely tolerate it. 

3. Our tax laws should recognize the urgent neces- 
sity of building reserves adequate for financing not 
only the changetover to peace-time production but, 
also, for the enormous expansion which will be re- 
quired to satisfy the post-war requirements of our 
people. 

4. We should have explicit assurance that excess 
profit taxes will be discontinued upon the termination 
of the war. 

5. The fact should be clearly recognized, in appro- 
priate amendments to our tax laws, that peace-time 
risk is taken for the sake of profit; that neither busi- 
ness managers nor private investors will assume finan- 
cial risk without an opportunity to realize and retain 
legitimate profits. 

6. Restrictions which tend to retard industry and 





Ba corntiif for Risk Capital . 


12-Point Program for Post-War 
eid Will Put Needed Capital to Work 





® The American people are justifiably taking great pride today in the su- 
perlative performance of our industrial and business system in producing 
and delivering the sinews of war. Private enterprise never before has done 
such a magnificent job at so small a profit and with less complaint. 


One of the reasons is that men have an incentive and understand ex- 
actly what that incentive is. 
centive behind our amazing effort toda, 
has been won, by the normal incentive to earn a profit and a wage. 


But the great patriotic urge, which is the in- 
must be replaced, after the war 


which will prevent healthy post-war expansion should 
be remov or relaxed without impairing desirable 
governmental protection. 

7. Business and labor should be able to deal with 
each other without having the cards stacked against 
either one or the other. 

8. Arrangements should be made for the conclusion 
of renegotiation proceedings as speedily as possible and 
a definite and sound policy for the cancellation of war 
contracts should be adopted without delay. 

9. Congress and the executive departments should 
decide promptly upon the policy that is to be pursued 
in disposing of government-owned or government- 
financed industrial plants and inventories. 

10. The method by which men and women in the 
military establishment and in governmental employ 
are demobilized should, of course, be geared, in so 
far as possible, to the capacity of private enterprise to 
absorb them. 

1l. The country should have, as soon as possible, a 
clear indication of the type of public works which 
the government proposes to undertake in the post- 
war period. Public works of a purely luxury nature 
should not be undertaken. 

12. In the reconstruction period that lies ahead, we 
should proceed on the concept that the greatest aid 
we can extend to destitute peoples is to help them to 
help themselves. Necessarily, this will involve the 
removal of trade impediments. 


With such a program as out- 
lined, we can look forward to a 
high national income, to a re- 
sumption after the war of a 
steady improvement in our 
standard of living, to an era of 
revitalized democracy, to new 
frontiers of business develop- 
ment and to new markets 
for American products. 


ooh SORES 


Number 1 in a series of editorials on 
Opportunities in the World of Tomorrow. 


GOVERNMENT 
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Shoe repairing will continue at 
its present pace for a long time 
to come. The more I*T*S prod- 
ucts you can get and use the 
easier you get the work out, sat- 
isfy your customers and increase 
your rate of profit. 


extra level wear designed into them. 


Rests ape octets 
weer comes 


7-8 Left & RI 
a eter edges 


I*T*S Left and Right Rubber Heels and 
I*T*S Tuffies now obtainable in tan as well as 
I*T*S Tuffie Heel 
Lifts attach easily and firmly, are fibre backed and won't 
push out heel covers. Tuffies roperly styled, self-standing, 

Som forms are available NO 
in flesh enamel, and coated with Plascov, which assures long 
rices and com 
orms, write t 
L. A. Darling Co., Bronson, Michigan. New York Office and 
Display Rooms, 47 W. 34th Street. 


DARLING 


The Name To Think Of FIRST In Display 


give you a neat, feminine heel 
lift with real cushioning and 
wearing quality. Ask your dis- 
tributor to allot you your full 
share of I*T*S products — or 
specify I*T*S if you contract 
your shoe repairing. 


The I-T-S Co. 


ELYRIA, OHIO 
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NEW 








DARLING 
WEIGHTED TOE 
HOSIERY FORMS 


Display your hose for easier se- 
lection, faster selling. Available 
in six styles and heights for your 
different styles of hose. 





‘4 IN MEN'S, 
©. WOMEN'S, CHILDREN’S 
" SIZES 





eo MEN'S CALF HIGH 
ILLUSTRATED) 









CorrECTLY MODELED, 
tilting type, “Weighted Toe” 
. Made of Dartex Composition 


lete information on these and other 
y- Distributors in principal cities . . 





Brown Shoe Profit for 
Six Months $1,617,053 












Sr. Louis — The semi-annual state- 
nent of Brown Shoe Company, Inc., for 
the six months’ period which ended 
April 30 showed profit before taxes on 
nome amounting to $1,617,053.58. Fed- 
wal and State taxes on income totaled 
$1,220,000.00, leaving net profit of $397,- 
053.58. 

Total assets of the company are given 
#8 $20,387,358.62, with cash amounting 
to $3,781,005.85. 

Renegotiation authorities have deter- 
mined that no excessive profits were 
ralized during fiscal year 1942. Effect, 
ifany, of renegotiation on subsequent 
Wofits cannot be foreseen, according to 
the statement. 


New Slant in E. T. Wright 
is for Fall 


RocKLAND, Mass. — Fall advertising 
~ E. T. Wright & Co. will appear in 
uire, Time, Newsweek and the 
istian Science Monitor, in full pages 
and half pages. Two colors will be used 
m the full page advertisements wher- 
tr paper rationing permits. Other 
publications may be added. Emphasis 
rill be on style which, because of scien- 
ie design, preserves foot health. 
The consumer advertising will be 
ked up by strong campaigns in Ap- 





15, 1944 


parel Arts, Boot & SHOE RECORDER and 
Coast Shoe Reporter. A full new line 
of dealer helps, newspaper advertise- 
ments, radio spots, folders, cards and 
postcards will be offered the retail 
trade. 





Buys Partner’s Interest 
In Leather Firm 


Detroit, Micn.—Isaac Friedman has 
bought out the interest of his partner, 
Frank Wagshall, in the Detroit Shoe 
Leather Company, and will operate the 
business as sole owner. Mr. Friedman 
has been with the company here for 
five and a half years, serving the shoe 
store field in the wholesale leather and 
findings trade. 

Mr. Wagshall, who was formerly in 
the leather business in Austria, in the 
“upper leather” field serving chiefly for 
such items as purses and coats, is leav- 
ing to establish a similar business in 
New York City. 





War Problems Cause 
Shoe Store to Close 


Detroit, Micu.— Shortage of help 
and other wartime operating problems 
have caused Fred Appledoorn to sell 
out the shoe store of H. P. B. Apple- 
doorn and Sons. The store, which is 


being purchased by a Chicago firm, is 
as the oldest merchandising 


rated 









establishment of any type in Kala- 
mazoo, and was founded by the grand- 
father of the retiring owner in 1858. 


Lee Candidate for 
Lieutenant-Governor 


DeTrRoIT, Mich.—James H. Lee, As- 
sistant Corporation Counsel of Detroit, 
is a candidate for the Democratic nomi- 
nation for Lieutenant-Governor of 
Michigan. Mr. Lee comes from an old 
Detroit shoe family, being a grandson 
of the late W. H. Lee, pioneer shoe 
store operator on Woodward Avenue in 
the decades after the Civil War. 








New, Different, Legal 
(CONTINUED FROM PAGE 50) 


better taste than its predecessor for 
this Summer time street wear. In every 
respect it is a fine light weight street 
shoe, and its brown gabardine quarter 
has the difference of texture and varia- 
tion in color from the vamp and quar- 
ter foxing which puts it very close to 
the combination class. Many men will 
buy it for its smartness and pratica- 
bility not realizing that most of its 
appeal comes from the fact that it is 
different from the shoes they have 
worn for years. Regal points out also 
that ‘the smart inlay of gabardine 
saves up to 30% of the leather nor- 
mally used in an all-over shoe. 
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STEEL TOE 
SAFETY SHOES 
POPULAR. PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 


COMPANY 
Holliston, Massachusetts 


Rien Maa. 
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PROMENADE 


PRESENTS 


JOY ¢ SKIPS 


BROWN ELK LOAFER 








#5512—WERON SOLE, MOC. TOE 
SIZES 3 TO9 
S$ AND M WIDTHS $9.15 
PROMENADE SHOE CORP. 


IN STOCK 
118 WEST BROADWAY NEW YORK 13, N. Y. 








Altman Receives Promotion 


CINCINNATI, OH1I0—Howard Altman, 
formerly in charge of the stock and 
advertising departments at the -Altman 
Brothers Shoe Manufacturing Com- 
pany, here, has been promoted to first 
lieutenant in the Army Medical Corps. 
News of the promotion was received by 
his father, Edward E. Altman, part- 
ner in the shoe manufacturing com- 
pany. 

Lt. Altman is chief medical supply 
officer at the Army General Hospital at 
Van Nuys, Cal. 





Transferred to Milwaukee 
WPB Staff 


MILWAUKEE, W1s.—Chester F. Rohn, 
former shoe manufacturer, has been 
transferred to the Milwaukee WPB dis- 
trict staff. Formerly, he was with the 
engineering staff of the WPB produc- 
tion division, located in Chicago. 


Shoe Man’s Son 
In Air Thriller 


WEBSTER, Mass.—A news release 


from the Fifteenth Army Air Force in 
England tells of an air thriller partici- 





PERRY R. CRAVER 


pated in recently by Second Lieutenant 
Perry R. Craver, son of Edgar A. 
Craver, president of the Bates Shoe 
Company. On a mission over Germany 
one of the engines of a B-24, of which 
he was co-pilot, went dead. The pilot, 
Second Lieutenant James C. Baker of 
Zion, Illinois, had no choice but to leave 
the formation and turn for home. A 
second engine quit and the plane was 
attacked by five German fighters which 
had been lurking in the clouds. 
Heavy gusts of wind, combined with 
lack of power, tossed the big plane 
about like a bucking broncho, producing 
an evasive action which left the Ger- 
mans somewhat baffled. In the ensuing 
scrimmage, the plane’s gunners shot 
down two of the five Germans and the 
others retired from the engagement, 
whereupon the B-24 and its crew re- 
turned safely to the home base. 


Honored for Civic Work 


SPOKANE, WasH.—W. Otto Warn, 
well-known shoe man of Spokane and 
head of Warn and Warn’s shoe store, 
has again been honored for his civic 
work. Mr. Warn was given a na- 
tional citation for achievement because 
of his successful efforts as general 
chairman of the Red Cross 1944 War 
Fund Drive in this city. 

Because of his ability in handling 
the Red Cross campaign, Mr. Warn has 
been chosen to head the Spokane 1944 
Community Chest Drive next Fall. 








Non-rationed Men’s Shoe 


In Demand 


SEATTLE, WasH.—A dark blue fabric 
pin-check non-rationed man’s shoe is 
going especially well, according to 
Kloppenstein’s. The shoe may be worn 
either as a bedroom slipper or an out- 
door shoe. 


See Big Demand for 
Dressy Shoes 


CINCINNATI, OHnI0—Cincinnati s 
manufacturers, together with retail «& 
pression hereabouts, found agreem 
with recent New York comment to 
effect that a big trend for Fall poi 
to feminine dressy shoes. “The ret 
to femininity is as sure as day follo 
night,” one observant manufacturer ey. 
pressed himself. 

On the retail front, store operato 
and buyers have noted expressions 
womanly type shoes on the lips of cu 
tomers. The trend away from th 
male-type footgear is being watched 
Demand for casuals and play shoes, th¢ 
latter both rationed and unrationed, iy 
expected to continue during the Sun. 
mer. 

On the overall picture, a recent dim- 
inution of retail business has been re 
corded. On the manufacturing front, 
manpower shortage continues to be the 
constant knotty problem confronting} 
all plants. 








Raffia Bags Sell Well 


SEATTLE, WASH. — Pessemier’s Shoe 
Salon has been featuring raffia bags 
imported straw, made in Haiti, in plain 
colors or patterns. Miss Mary Mae 
Donald, buyer for the bag and acces 
sories department, said that the purses 
sold “almost too rapidly,” and tha 
there was no advertising. The pri 

ranged from $4.95 to $8.95. 


Another new feature offered is 4 
plastic edged compact of genuine 
leather. 


Appointed Sales 
Representative 


Los ANGELES, CALIF.—A Van Shot 
well has been appointed sales repre 
sentative in the Southern California 
section for the Jarman Division of Gen 
eral Shoe Corp. Harold (Hal) C. Long, 
who represents the Fortune Divisi 
for General Shoe in this same section) 
has joined with Shotwell in opening # 
joint sales display room in the Haas 
Building, this city. 





Store Official in Navy 


Sat Lake City, Utan — David J 
Ellison, vice-president of Keith-Obrien, 
Inc., popular Salt Lake City depart 
ment store, has taken a leave of sell 
and joined the U. S. Navy as a lieutem 
ant, junior grade. He was feted até 
gala store-wide party prior to his lea¥ 
ing for active duty recently. 





Joins USMC 


RocHester, N. H.—Alfred Grassi 
who recently resigned as foreman 
the lasting department at the Hub 
Shoe Co. in East Rochester, has acce’ 
ed a position with the local office of 
United Shoe Machinery Corp. 
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WHEN TOM SAYS GOODBYE TO “LIZZIE”... 


When Tom says goodbye to “Lizzie” and hello to 
the car of his dreams... 


When new tires and plenty of gas are no longer 
memories of the past... 


When the war plants of today can turn out the 
promised luxuries of tomorrow... 


Then we'll know— 
The battle for peace will have been won! 


But a new battle—the battle for postwar business 
—will just be beginning! 


Have you started to plan your attack for coming 
out on top of postwar competition? 








LOOK AHEAD...TO WIN THE GAME! 


Now is not too soon to decide 
what brand names will carry 
your business forward most 
profitably—what brand names 
will help you to meet postwar 
competition to best advantage! 
The Trimfoot Company is already busy build- 
ing future customers for you through adver- 
tising its famous Baby Deer and Trimfoot 
Pre-School Shoes in many leading publications. 


TRIMFOOT COMPANY, TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 





POSITION WANTED 





Essential Workers need Release Statements 


Essential Workers need Release Statements 





SA ALESMEN TO HANDLE COMPLETE 

LINE of House Slippers, Sandals, and Play 
Shoes. All territories open. mmission basis. 
State qualifications and references. Address 
#164, care Boot & Shoe —— 100 East 
42nd Street, New York 17, N. 





LESMAN WANTED to handle fast selling 

line of in-stock Sport Welt Shoes to retail 
at $4 and $5 on a strictly commission basis. 
Address #197, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





LESMEN—EXPERIENCED, for strong 

in-Stock Line Women’s Novelty and Play 
Shoes; following territories open: Michigan, 
Indiana, Ohio, Pennsylvania, Kansas, Missouri, 
Illinois, Georgia and Florida. Only producers 
with record need apply, and commission basis — 
monthly settlement. No objection to non-con- 
flicting Side-line. Write giving all particulars. 
Address #193, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





NON-RATIONED GYM 
AND DANCE SHOES 


Make your traveling expenses with an in- 
stock fast-selling, pocket-size, sample line of 
nationally-advertised gym and dance shoes, 
established since 1931. Especially suited to 
those calling on high-grade Juvenile shoe 
departments and shoe ve When writing 
advise what lines you are ca the terri- 
tory covered and years of pore 


PRIMA THEATRICAL 


SHOE COMPANY 
40 West Maple Street Columbus, Ohio 











se SALESMEN FOR INFANTS 
SOFT SOLE AND FIRST STEPPERS. 
Immediate delivery. Advise other Lines carried 
and territory covered. Commission. Address 
#199, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





FOR SALE 








THRIVING FAMILY SHOE STORE 


Choice location in small Illinois town 
of 11,000 population. Good volume; 
established branded lines, on good 
quota basis. 


Address 177, care BOOT AND SHOE — 
1218 Olive Street, St. Louis 3, M 








ARCH-O-SCOPE 
nec $30 


A.L.BARIS = WA*YSR 


New York 

B STAR See WOMEN’S FINE FOOT- 

R STORE for sale; located in North- 
ern ‘ilichinens Inventory about $12,000, with 
ample quotas from our manufacturers to main- 
tain profitable volume. Must move south for 
health. Address #192, care Boot & Shoe 
as ae 100 East 42nd Street, New York 17, 














SIDE LINE SALESMEN WANTED for 
in-stock, non-rationed Play Shoes and House 
Slippers. Approximately 20 numbers. All ter; 
ritories open. Commission basis. State Lines 
carried and territory covered. Address #1388, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





LINE WANTED 


SHOE SALESMAN WITH LARGE FOL- 
LOWING in Iowa and Nebraska wants Line 
of quality Slippers for Men, Women and Chil- 
dren also complete Line of Rubber Footwear 
and non-rationed Shoes. Address #200. care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17. N. Y. 








WANTED LINE OF LADIES’ PLAY OR 
STYLE SHOES 
QUALITY MERCHANDISE 


By Salesman who has 125 established 
accounts in Minnesota. Wisconsin and 
Dakotas at the best rated stores. Best ref- 
erences. 








Address #198, care BOOT & SHOE Beqneere 
100 East 42nd Street, New York 17, N. 








WANTED TO PURCHASE 





ONE HUNDRED THOUSAND DOLLARS 
buys a Smart Chain of Women’s Shoe and 
Accessory Stores. Sales nearly half million 
yearly, with profits of 20 to 30 thousand. Stores 
in Cities of New York State and Pennsylvania. 
Clean : good leases. Exceptional oppor- 
tunity for large Chain wanting additional units. 
Owner desires moving to Southwest for health 
reasons. Address #190, care Boot & Shoe 
Ov 100 East 42nd Street, New York 17, 








NOTICE 


Wanted to buy odds and ends and 
close-outs of High Grade Shoes and 
also will buy complete shoe stores. 
Send Samples, size sheet and price. 


W. M. SHAFER 
Lancaster, Ky. 





Box 604 














YOUNG EXECUTIVE, thoroughly familiar 
with all phases of Women’s Arch Shoe Manu- 
facturing, Selling, and Styling desires position 
with company as Sales Manager, Stylist. or 
equivalent. Complete knowledge of stock de- 
Partment operation, styling, lasts, sales man- 
agement and production control. Fine general 
business management background and can give 
best of references. Employed at present but 
will be available July ist. Address #168, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York 17. N. Y. 


RETAIL EXECUTIVE, TWELVE YEARS’ 

EXPERIENCE as top notch Manager and 
Supervisor with large Chain, handling large 
volume units. Age 34; two children. Wishes 
position as Buyer. Will go anywhere. Address: 
Box #196, Boot and Shoe Recorder, 209 South 
State Street, Chicago 4, Ill. 


HOE BUYER-MANAGER, 12 years’ experi- 
ence, familiar with all phases of retail mer- 
chandising, desirous of locating in or near New 
York City. Address #195, care Boot & Shoe 
Acne 100 East 42nd Street, New York 17, 











BUYER AND MANAGER, 44 years of age; 

married; twenty-five years’ experience huy- 
ing, selling and merchandising of high priced 
footwear to the better clientele. anywhere, 
but prefer South or West. Address #189, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


SHOE BUYER, 31 years old; college degree; 

14 years finest retail experience, all lines. 
Draft exempt. Now assistant with large New 
York Department Store, desires position with 
future. Salary secondary to opportunity. Ad- 
dress #194, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 


SHOE EXECUTIVE, THOROUGHLY EX- 

PERIENCED every phase Chain Store op- 
eration, Buying and Merchandising, now ready 
for heavy responsibilities. Fifteen years with 
two successful National organizations. Age 36; 
fater; college education. Presently employed. 
Minimum salary $5,200. Address #202. care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York 17, N. Y. 











WANTED TO PURCHASE 








WANTED 
Genuine Alligator—Genuine Lizard 
Scrap and larger pieces. 
Will pay liberal price and net cash. 
HENRY ROTENBERG 


720 Avenue U, Brooklyn, New York 











SHOE FACTORY WANTED: Will purchase 

or invest in Women’s Novelty Quality Shoe 
Factory, either New York, New Jersey or Penn- 
sylvania. Address #201, care Boot & Shoe 
1 Oat 100 East 42nd Street, New York 17, 





F AMILY SHOE STORE OR ACTIVE 
SHOE DEPARTMENT, Nationally known 
Shoes. Have operated my own store for many 
years. Locate Southern or Northern California. 
Address #187, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





Minimum charge, 75 cents. For = 
When a box number is desired twe 
address should be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for ali undisplayed advertisements. 
cla: advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
twelve words should be added for the address. in ali other cases each word of the 
counted. 
The rate for all dispiay clagsified advertisements is $5.00 an:inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


all Advertisements for this page must be is eur New York Office 10 days preceding publication date. = 
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HELP WANTED 


Essential Workers need Release Statements 


SPLENDID OPPORTUNITIES 


for experienced Managers and As- 
sistants with large National Shoe 
Chain. Our postwar plans have 
created several excellent openings. 
In reply give complete resume of 
experience, age, marital status, and 
draft classification. 


Address 191, care BOOT & SHOE oe 
100 East 42nd Street, New York, N. 























TTENTION, RETAIL SHOE — 
ATTY MEN: There is a wonderful 





or ee not considered without 
statement availability. Address: HEALTH 
SPOT SHOE oo INC., Industrial Ave- 
nue, Danville, Tl 

SHOE SALESMAN .. .ccccccose Earn 


to $500.00 per month the STYLE SHOP 
in the 

OF THE SOUTH. mission basis, $50.00 

per week guaranteed. The Guarantee Shoe Co.. 

San Antonio, Texas. 





NEED FOR IMMEDIATE EMPLOYMENT 
a live wire man to assist owner in a Lodies’ 
Apparel and Shoe Store. N li 
tions for the job are: ability to buy and sell 
shoes, trim windows, advertise, and take full 
charge of the floor. Excellent opportunity and 
an_ attractive salary. Apply to MR. B. H 
SHERMAN. of Sherman’s, Waynesboro. Penna. 








What the Post-War Store 
Will Look Like 
PITTSBURGH, Pa.—A definite concep- 


tion of what the post-war retail store | 


will look like is taking shape in the 
offices of the Pittsburgh Plate Glass 
Company, makers of glass, metal and 
paint products widely used in store 
modernization. H. B. Higgins, presi- 
dent, announced recently the result of 
a searching examination of trends in 
design sponsored by that company. 

“Twenty of the leading architects of 
the country,” Mr. Higgins said, “have 
been commissioned to submit designs 
incorporating their ideas of the mod- 
ernization of stores of various types, 
ranging from beauty parlors and 
jewelry stores through many different 
classifications, including service sta- 
tions, theaters, department stores, hard- 
ware stores and others. Located from 
Boston to Los Angeles, and from Chi- 
cago to Miami, the thinking of these 
architects reflects the design trend in 
all sections of the country. 

“These architects were uninstructed,” 
he said, “but their plans reveal a re- 
markable unanimity of opinion. The 
drawings, almost all of which are now 
in our hands, call for the type of front 
which permits unobstructed vision into 
the interior of the store from the side- 
walk. This means little or no display 
backing in the windows and very wide 
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FOR RENT 


WANTED TO PURCHASE 





M QDERN ee Sr0Rs 7 RENT in 


approximately 

35,000; next door > ‘Woalwotth's 100% loca- 

; available at once. A #150, care 

Bae Sera, Markee. 100 East 42nd Street, 
New York 17, N. 





BUSINESS OPPORTUNITY 





SHOES BOUGHT 


Men's Women's Children's 


BARIS SHOE CO., INC. 


79 Reade St., New York 7, N. Y. 
Quality Shoe Dealers 











WE CAN SUPPLY 


GENUINE LIZARD SHOE UPPERS 
WE ALSO DO 


CONTRACTING, CUTTING SHOE UPPERS 


HENRY ROTENBERG 
720 Avenue U, Brooklyn, New York 














WANTED TO PURCHASE 

















WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPAN 
120 aa _ St., Philadelphia, "ba. 
hone Lombard 














WRITE, 


SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION*CURRENCY 
any quantity and at fair prices 
WIRE OR PHONE 
M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 








WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES =| 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 1-7887 








SELL YOUR SURPLUS STOCKS 


te 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes frea 
retailers, jobbers and manafacturers. 
Visit owr new warehouses 

108-110 Duane Street, New Yori 

Phone: WOrth 2-5377 and S878 and 5678 











SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 











WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


4th S* Pn / . 2 


© MARiect 














entrances, permitting full vision and 
the unobstructed flow of traffic. — 

“Thus the shop of the future will 
present a transparent front for its full 
length, making the entire interior vir- 
tually one big display window. 

“Research by ‘our own technicians, 
who, of course, keep close watch on 
trends in design, bears out the views 
of the architects.” 


New Members Join Popular 
Price Retailers 

New York—Twelve retail shoe com- 
panies have joined the National Asso- 


ciation of Popular Price Shoe Retailers, 
Inc., since its formation about two 


months ago, bringing to 51 the number 
of charter members, according to Ed- 
ward Atkins, executive secretary. 

In making known the list of new 
members, Mr. Atkins also said that the 
by-laws of the association permitted 
smaller independent shoe retailers, 
whose interests were primarily identi- 
fied with shoes retailing under $5, to 
apply for membership. Dues brackets 
are based on retail sales volume, he 
said. 

Following are the new members: 
Block’s Shoe Stores, Seattle, Washing- 
ton; Book’s Shoe Stores, Pittsburgh, 
Pa.; Brasley-Cole Shoe Co., Ltd., Los 
Angeles, Calif.; Endicott-Johnson Corp., 
Endicott, New York; Fieldston Retail 
Shops, New York City; Franklin Shoe 
Stores, New York City; Given Bros. 
Shoe Stores, El] Paso, Texas; Keystone 
Shoe Stores, Inc., Pittsburgh, Pa.; May- 
nard Kolbrener, Inc., St. Louis, Mo.; 
National Shoe Co., Ltd., Los Angeles, 
Calif.; Sears Roebuck & Co., Chicago, 
Ill.; The D. M. Siff Shoe Co., Akron, 
Ohio. 











SOMEBODY 
TALKED! 


Loose talk costs 
lives...Keep working 
...- Keep Mum. 


hele 4 


“flsennox 


St lous 





Three-Point Program 
To Promote Plastic Soles 


New YorK.—With a series of adver- 
tisements scheduled for quality con- 
sumer magazines, Sering D. Wilson, 
vice-president of the Beaufort Division 
of the Homasote Company, opened 
a three-way promotion plan for the 
Beaufort sole, to become the first manu- 
facturer of plastic soles to establish its 
product with shoe manufacturers, re- 
tailers and consumers. 

Thirteen insertions in consumer 
magazines have already been scheduled 
for this year, indicating a conservative 
readership of over 12,000,000 women. 
In addition to this consumer campaign, 
Beaufort will continue large-space ad- 
vertising in trade papers. 

As the second step in this promo- 
tion, Beaufort has prepared a_ two- 
color booklet, designed by a fashion ex- 
pert to appeal particularly to women, 
that tells the story of this sole. This 
booklet is being offered to manufac- 
turers, to be included in their boxes, 
and is also distributed through retail- 
ers to be placed on their counters for 
free distribution to all customers. 

As the final step, two display cards 
have been prepared for use on counters, 
or in connection with window displays. 

The entire promotion was planned to 
help salesmen sell shoes with Beaufort 
soles by educating the customer in the 
properties of this material. 
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LEARN 


ADVERTISING 


NEOsLOTTT 





ad 


F you cre an executive, a junior 

executive, or a person with 
background, you will find the Vincent 
Edwards Correspondence Course in 
Advertising educational: interesting: 
valuable! 


_ ft is a high-grade course, on an 
important subject, the knowledge of 
which will make you a more effective 
business person. 


It teaches how to write: it teaches 
advertising: it teaches merchandis- 
ing: it develops clear thinking on 
business subjects. It is an advanced 
course for mature people. . 


Write today for the free booklet 
. « « it is interesting, inspiring and 
well worth reading. 


VINCENT EDWARDS 
ADVERTISING COURSE 
342 Madison Avenue New York City 














‘Given Distinguished 
Service Award 


Los ANGELES, CALIF.—Faie Joyce, 
designer at Joyce, Inc., Pasadena, was 
given an Award of Distinguished Ser- 
vice at a Foreign Trade luncheon spon- 
sored by the Women’s Auxiliary of the 
Los Angeles Chamber of Commerce, 
the Los Angeles Women’s Traffic Club, 
the Advertising Women of Los Angeles 
and the Los Angeles District California 


Federation of Business and Profes- 


sional Women at the Biltmore Hotel, 
with wives of the consuls of the United 
Nations as special guests. 

The award read, “Having traveled 
abroad in the interest of foreign trade 
and a result therefore, and having con- 
tributed greatly to the welfare of 
Southern California, the Los Angeles 
Chamber of Commerce has conferred 
upon Faie Joyce an Award of Dis- 
tinguished Service in recognition of her 
outstanding effort in developing foreign 
commerce and better commercial rela- 
tions between this country and the 
countries to which she has journeyed.” 

As a visible presentation of the ex- 
tent of Mrs. Joyce’s travels, Mrs. Mary 
Thacker, promotional director for 
Joyce, Inc., had made four large panels 
in a screen effect. Each panel featured 
store windows in the country visited, 
as well as showing the Joyce footwear 
styles inspired by each country. 





Charlie Cleveland Returns 
To Harrisburg 


HARRISBURG, PA.—Charles Cleveland, 
sales manager for The West End 
Thread Corp. for the past fifteen years 
and associated with them for twenty- 


BEN ORLICK 


NEW YORK’S NEWEST JOBBER 
200 CHURCH STREET 
NEW YORK, N. Y. 
FAST-SELLING 


SHOES 


NON 
RATIONED 
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NO. 700—WHITE 
OPEN BACK PUMP, WEDGE HEEL 


_ NO. 701—YELLOW 
OPEN BACK PUMP, WEDGE HEEL 


. 702—PASTEL BLUE 
OPEN BACK PUMP, WEDGE HEEL 


- 703—WHITE 
OPEN BACK OXFORD, WEDGE HEEL 


- 704—YELLOW 
OPEN BACK OXFORD, WEDGE HEEL 


. 705—PASTEL BLUE 
OPEN BACK OXFORD, WEDGE HEEL 
PER PAIR 


$2-10 NET, 10 DAYS 


18 AND 36 PAIR LOTS 
SIZES 4-8, 5-9 





| 


three years, returned to Harrisburg 
June ist to maintain an office as manu- 
facturers’ representative. When start- 
ing with The West End Thread Corp. 
his territory was New York, Pennsyl- 
vania, Maryland and Virginia. In 1929 
he was recalled to Boston to take 
charge of all domestic and foreign 
sales. 

Mr. Cleveland will now represent 
several well-known New England firms. 
The West End Thread Corp. has been 
taken over by The Linen Thread Com- 


pany. 





St. Louis Production 
Shows Slight Gain 


Sr. Louis, Mo.—Shoe production in 
the Eighth Federal Reserve District 
for the first three months of 1944 
amounted to 20,957,136 pairs, according 
to figures just released by the Federal 
Reserve Bank at St. Louis. This com- 
pares with a production for the same 
period last year of 20,923,273 pairs. 

Production for March of this year 
amounted to 7,327,297 pairs or 6 per 
cent above February and 2 per cent 
above March, 1943. 

Preliminary figures for the month of 
April show a drop of 9 per cent as 
against March. 
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Providence Shoe Sales 
Hold Their Own 


PROVIDENCE, R. I.—Retail shoe sales 
in the majority of shoe stores and de- 
partments in this city have held their 
own or shown a slight advance as com- 
pared with last year to date. A few 
stores report a slight recession in sales, 
put this does not appear to be general. 
In women’s shoes, the pre-Easter switch 
to style models has reverted to the 
more conventional types and walking 
oxfords, although sales of the latter 
types are not as great as before. 

The better stores are chalking up 

most of their shoe sales in rationed 
numbers while the stores featuring less 
expensive types are going to town with 
non-rationed items, one store reporting 
half of its present volume on these 
lines. The latter includes a wide vari- 
ety of sandal, play and sport types in 
open styles and a good choice of Sum- 
mer colors. Plastic soles on these 
shoes are being well received by the 
public, although on better shoes they 
are meeting considerable sales resis- 
tance. 
Whites are selling well, although 
they are not plentiful. One store re- 
ports a white calfskin line selling very 
well while another reports doeskin and 
buckskin numbers the best sellers. 
Brown and white with linen uppers 
and leather soles are good sellers. 





Carries Parts for 


Foot Appliances - 


Los ANGELES, CaLir.—A. L. Schenk, 
has instituted a new service to those 
retail shoe stores who desire to make 
their own foot appliances by carrying 
a full line of rubber and leather parts. 
With those parts, retailers can make 
their individual appliances under their 
own names and to suit each individual 
need. All rubber parts are made in 
the Schenk laboratory and are of the 
best materials. 


Take Over Department Store 


SPOKANE, WasH. — A report from 
Yakima, Washington, announces that 
the Hal H. Bowen department store 
in that city was taken over by the 
Miller Mercantile company, with head- 
quarters in Portland, Oregon, recently. 
The announcement was made by L. 
A. Miller, president of the company 
which owns several stores in Oregon 
and Washington. He said that for 
the present his company will con- 
tinue to operate the present Miller 
Mercantile Company as well as the 
Bowen store, and that Earl Lee, who 
has been manager of the Miller store 





since it was established 10 years ago, 
will manage the two stores. In the 
Miller store, he will be assisted by Hal 
Kelly, while Fred Lund will be assistant 
manager of the Bowen store. 
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toon—and as swanky as the girls in 
uniform. Famed Osteo-path-ik 
nailess construction guarantees 

a world of comfort. No 

breaking in. Illustrated 

—the Nord, of Turf tan 

boarhide with full 

heavy leather sole. 





Duplicate of advertisement, Esquire, August, 1944 


Nothing else like them! Tough as a tank— 
flexible as a ‘chute—waterproof as a pon- 
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Allen Edmonds, Belgium, Wisconsin 


OSTEO-PATH-IK NAILESS CONSTRUCTION 





* Full credit to dealers on any mail orders that may result 


In every city where Allen Edmonds shoes are sold, the 
one smartest, most style-wise store proudly features them. 


$1] 00 
West of Rockies $1]50 


See classified phone direc- 
tory “Allen Edmonds” for 
dealer, or order direct in- 
cluding ration coupon 
Write for free booklet, 
“The Shoe of Tomorrow!” 
Dept. EAU. 

















Good Weather Spurs 
Shoe Sales 


CINCINNATI, OnI0 — Cincinnati shoe 
retailers anticipating some pick up in 
sales with the coming of seasonable 
weather disclosed better business loom- 
ing and maintained an optimistic view 
as to their own sales situations. 

Many retailers were beginning to 
worry about the shoe industry as a 
whole, however, it was indicated. The 
fact of manpower and material short- 
ages among manufacturers is becoming 
subject of greater discussion in retail 
ranks, one representative spokesman 
for the retailers asserted. 


Inexpensive Bags Selling 

SEATTLE, WASH.—Inexpensive pocket- 
books are selling unusually well, ac- 
cording to C. H. Griffith, manager of 
Nordstrom’s downstairs store. He at- 
tributed this—in part at least—to the 
tax on purses. 





Plaque to Honor Employees 

SEATTLE, WASH.— Honoring former 
employees, Nordstrom’s is having a 
plaque made which will bear the 
names of fourteen men who are now in 
service. The bronze plaque will hang 
so that it can be seen from the main 
entrance of the store. 
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